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$250,000,000.00 


Gain in Life Insurance in Force 


$ 28,779,000.00 


Gain in Assets 


$ 15,991,424.65 


Gain in Total Income 


$ 10,821,653.72 
Gain in Accident & Health 


Premium Income 


$ 67,053,166.70 
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If you survey the chart on this page, you'll 
be able to draw a very profitable conclusion. 
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The growth of twenty-five life insurance com- 
panies has been charted for the past ten years. : : 0 BiL410N 
And look at what happened to the ten consistent a 
advertisers who used The Saturday Evening Post. 
They’restill climbing fast. Factualevidence that— 








> Advertisements in the Post reach the 
best prospects—the people whose 
education and income are well 
above average. 
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> Advertisements in the Post get atten- \ 
« can 


tion. People like to read ads in the 3 r 
Post—far more than in any other 7 & pro 
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For this ten-year period the growth of ordinary life 
-, insurance in force among the ten consistent Post insur- 
ts ance advertisers has been more than three times as 
ao great as that of the fifteen irregular or non-advertisers. 

















lt pays to have the Post pave the way 
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§0-50 Advocates 
Lose Battle But 
Win Objective 


N.A.L.U. Council Moves 
to Get More Agents 
on Board 


By LEVERING CARTWRIGHT 


Although the half and half scheme 
got a sharp rebuff at the N.A.L.U. na- 
tional council meeting at Milwaukee, 
the group gave many an earnest that 
the results desired by the 50-50 advo- 
cates will be accomplished without leg- 
islation. This was the big issue of the 
moment and wherever two or more 
heads were together prior to the actual 
meeting, this was pretty sure to be the 
topic. : ‘ 

H. Kennedy Nickell, Connecticut 
General, Chicago, spearheaded the cam- 
paign to get the N.A.L.U. by-laws 
amended to require that 50% of the 
trustees shall be, at the time of their 
election, personal producers as distin- 
guished from agency heads. The ques- 
tion to be voted on was whether to 
give the green light to the by-laws com- 
mittee to send out notices 60 days in 
advance and pave the way for a final 
vote at the Boston convention in Sep- 
tember. The national council vocifer- 
ously voted “No” after a procession of 


members, including influential personal 
producers, had advanced the negative 
arguments. 


Removing the Sting 


At the same time the council made 
abundantly clear that it desires to have 
greater participation in N.A.L.U. affairs 
on the part of personal producers or 
“street agents” as they were usually 
referred to in the course of the debate. 
One earnest was the unanimous vote to 
instruct the by-laws committee to pre- 
pare for a decision at Boston an amend- 
ment whereunder at least two, and often 
three of the five members of the nom- 
inating committee shall be “street 
agents”. 

Also, at Milwaukee, without the re- 
quirement of such a by-law, the nom- 
inating committee that was elected 
consists of three personal producers 
and with an odds on chance that that 
committee will select as its chairman a 
“street agent.” 

‘Then there was the hearty adoption 
of a resolution offered by C. Vivian 
Anderson, Provident Mutual, Cincin- 
nati, former N.A.L.U. president and a 
personal producer, to the effect that 


MINT JULEPS IN ‘48 


The N. A. L. U. trustees at their final 
Milwaukee session selected Louisville for 
the 1948 mid-year gathering. Many remem- 
ber fondly the Louisville mid-year in 1939 
with its festival of mint juleps and the 
Kentuckians promise a repeat. 








the association wants more individual 
agents on the board and will undertake 
in every way possible to bring to the 
front qualified leaders from that area. 

Then, too, Judd C. Benson, Union 
Central, Cincinnati, took the’ micro- 
phone to say that the Chicago associa- 
tion has rendered an important service 
in calling attention forcefully to the 
fact that there should be more personal 
producers on the board and he ex- 





XUM 


Feb. Sales 
Are Up 13% 


February life insurance production was 
$1,718,329,000, an increase of 13% over 
February, 1946, and double that of Feb- 
ruary, 1941. 

All lines showed an increase: Ordin- 
ary, $1,186,746,000, up 6%; group, $181,- 
554,000, up 105%; industrial, $350,029,- 
000, up 14%. 

For the first two months the total 
production was $3,459,968,000, up 21%; 
Ordinary was $2,415,772,000, up 13%; 


group was $365,649,000, up 165%; in-~ 


dustrial was $678,547,000, up 16%. 








pressed the belief that the results they 
hope for will be achieved without the 
necessity for a by-law. 

Also Osborne Bethea, Penn Mutual, 
New York, went to the front to assure 
the group that the general agents and 
managers section has no intention of 
taking any step that will impair the 
solidity or influence of N.A.L.U. In 
connection with the forthcoming meet- 
ing of agency heads at Chicago in May, 
it had been suggested that the general 
agents were tending to remove them- 
selves from the N.A.L.U. sphere, but 
Mr. Bethea emphasized that the general 
agents “will do nothing that won’t 
strengthen N.A.L.U.” 

Another step, primarily intended to 
encourage personal producers to go out 





NICKELL 


H. KENNEDY 


for trustee, was finally rejected by the 
trustees by vote of 11 to 5 on the 
ground that it might lead to treasury 
raids in other directions. This was the 
proposal for the association to pay trav- 
eling expenses and a _ perdiem for 
trustees at the mid-year meeting, and a 
per diem only on the days that the 
trustees meet prior to and following 
the annual meeting. 

Carlton W. Cox, Metropolitan Life, 
Paterson, N. J., reporting on this de- 
cision of the trustees to the national 
council said the majority of the trustees 
felt that this would create a bad prece- 
dent and might open up the question of 
paying committee chairmen and con- 
vention speakers. The majority also 
felt it would not serve the main pur- 
pose of getting more agent participa- 
tion on the board, because the main 
thing that causes the agent to shrink 
from such work is the sacrifice of time 
rather than the expense in money, 
which Mr. Cox said amounts to about 
$250 a head. 

President Philip B. Hobbs, Equitable 
Society, Chicago, plunged the council 
into consideration of the major question 

(CONTINUED ON PAGE 22) 


NALU Chooses 
Nominators 


The nominating committee of N. A. 
L. U. as elected at Milwaukee: 

Edwin T. Golden, New York Life, San 
Francisco. 
. gs H. White, Connecticut Mutual, Buf- 
alo. 


Abner Heald, John Hancock Mutual, 
Milwaukee. 

Morgan O. Woodward, 
Louisville. 

William B. Hardy, New England Mutual, 
Cincinnati. 

The group was unable to get together 


for an organization meeting at Milwau- 
kee, so the chairman will be selected by 


Prudential, 


correspondence. 


Under the by-law amendment to be 
voted on at Boston, Mr. Hardy would 
automatically be the chairman. That 
amendment specifies that two nominat- 
ors shall be elected from a list of five 
personal producers, two shall be elected 
from a list of five agency heads and one 
shall be elected from a list of five former 
members of the nominating committee, 
the latter to be chairman. 

At Milwaukee, the list of candidates 
for the nominating committee was di- 
vided into those brackets, with instruc- 


tions that the members of the council: 


could vote as if the by-laws were in ef- 
fect if they chose to do so, and that is 
the way it turned out. Mr. Hardy was 
the selection from the list of former 
nominating committee members. 

In the balloting Mr. Woodward was 
tied with H. Cochran Fisher, Aetna Life, 
Washington, but since Mr. Golden and 
Mr. White had been elected from the 
personal producer list, Mr. Fisher gra- 
ciously withdrew, so that there would be 
two agency heads on the committee— 
Mr. Heald and Mr. Woodward. . 


$5,000 Bank Cover 
Bill Loses Out 


The bill to increase the maximum 
amount of life insurance that the New 
York savings banks may write from 
$3,000 to $5,000 per life lost out in the 
assembly in the closing session of the 
legislature after having passed the sen- 
ate by a narrow margin. It was an ex- 
tremely controversial measure. Com- 
panies and agents were lined up 
against it, while Superintendent Dineen 
and banking Superintendent Bell came 
out in favor of it, as did the savings 
banks in the plan. Most of the news- 
papers in New York City favored it. 

The legislature passed the supplemen- 
tary budget bill, which contains an in- 
crease in salary for the superintendent 
from $12,000 to $16,500. 








Finlayson Reports Records 
Broken in Canada 


Sale of new life insurance in Canada 
in 1846 set new records, Superintendent 
G. D. Finlayson reported. Net amount 
of new life insurance effected was $1,- 
393,522,667, increase 39% over 1945. Of 
the total, ordinary amounted to $1,167,- 
517,862, industrial $143,868,266, group 
$82,136,539. 

Net business in force was $10,812,- 
294,224, increase 10.9% over 1945, of 
which ordinary was $8,215,044,358, in- 
dustrial $1,362,447,955, group $1,234,- 
801,911. Canadian companies carried $7,- 
201,285,815 and British and United 
States companies $3,611,008,409. 

Insurance premiums received in 1945 
amounted to $261,176,100 and annuity 
consideration, $27,904,350, while in 1946 
these receipts were $283,930,461 and 
$39,010,497. 


Prudential to 
Have Western 
Headquarters Unit 


To Erect Building at 
Los Angeles— 
Volk to Be in Charge 


NEW YORK—Prudential has com- 
pleted plans for the erection of a west- 
ern headquarters at Los Angeles to han- 
dle all its activities in the 11 far western 
states, President C. M. Shanks an- 
nounced at the banquet here which cli- 
maxed the three-day managerial confer- 
ence and was attended by 1,100 field 
and home office executives. The principal 
address was given by Aubrey H. Elder, 
one of Canada’s most distinguished bar- 
risters and a Prudential director. 

The new office building will be on a 
10-acre site on Wilshire boulevard which 
has been acquired from University of 
Southern California. It will adjoin La 
Brea Park. In conformity with zoning 
restrictions it will be of only medium 
height but will have 400,000 square feet 
of floor space. 


Contracts to Be Let Soon 


The architectural firm of Walter Wur- 
deman and Welton Becket has been 
awarded the contract for design and it 
is expected that construction contracts 
will be let within a matter of days. Mr. 
Shanks said the decision to open a west 
coast head office was made after a study 
of the growth of population of the Pa- 
cific area and of the factors of public and 
policyholder service to this important 
region. 

States to be included in the office’s jur- 
isdiction are California, Oregon, Wash- 
ington, Colorado, Montana, Nevada, 
New Mexico, Arizona, Wyoming, Utah, 
and Idaho. The office will handle all 
phases of Prudential business. Receipts 
from this area are in the neighborhood of 
$100 million a year and a large part of 
this sum will be available for invest- 
ment by the new office. 


Harry J. Volk to Be in Charge 


Harry J. Volk, who was elected a vice- 
president March 11, will be in charge of 
the new office. A graduate of Rutgers 
University, “class of 1927, Mr. Volk has 
been active in general office management 
work. During the war he worked with 
the War department in streamlining 
induction procedures and also spent 
three months in Europe with the U. S. 
strategic bombing survey. He is a Rut- 
gers trustee and a former president of 
its alumni association. 

Mr. Shanks pointed out that opening 
of the west coast office, which is ex- 
pected to be in June, 1948, will have lit- 
tle effect on home office operations in 
Newark. No large transfer of person- 
nel is anticipated. Of the employes who 
will staff the new office only key men 
will be from Newark, the large portion 
of the clerical personnel being recruited 
locally. No reduction in the office staff 
at Newark is contemplated. 


Stresses Individualism 


In his talk Mr. Elder, who is a K.C., 
stressed individualism as the keystone 
of success. Under war’s demands indi- 
viduals had to live blueprint lives and 
the danger today lies in the possibility 
that many may adopt a philosophy of 
meticulous compliance as the means of 
attaining perfection. 
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C. O. Fischer Sees 
Bright Future 


Years of Accelerated 
Business Ahead, He 
Tells Brooklyn Managers 


BROOKLYN—There will be a con- 
tinuing good market for life insurance, 
Chester O. Fisher, vice-president of 
Massachusetts Mutual Life, said in ad- 
—- the Brooklyn 

Assn. Wednesday. 

Despite the big job that has been done 
in the past years, “‘we continue to be 
woefully underinsured as a_ nation 
when we consider that all of the life in- 
surance in force in the country, in pri- 
vate companies as well as through so- 
cial security and national service life in- 
surance, amounts to less than twice the 
national income for one year. 


Agents Have Responsibility 


This opportunity for continuing large 
sales imposes upon life agents of the 
country a serious responsibility, he said. 
It is up to them to share with all of the 
sales forces of all businesses and serv- 
ices in the nation the obligation to do 
their full part in sustaining a sound and 
active national economy. 

If the country is to meet its national 
budget requirements, it must continue to 
have a national income of $150 billion 
and upward. That means full employ- 
ment, full production, and a_ national 
consumption that will support a gener- 
ous economy. This comes back to a 
strong, active sales program in all lines. 

Life insurance is a vital factor because 
through the protection and security it 
offers men are made free to exercise init- 
jative and engage in programs of busi- 
ness activity which otherwise they could 
not do, he said. 

There have been comments 
recession this year. At the moment 
life sales have slowed up slightly. There 
may be a minor recession, he said. How- 
ever, unless unfavorable international 
developments occur, there is every rea- 
son to expect many years of great busi- 
ness activity. 

The thoughtful and far-seeing life in- 
surance manager and agent can do no 
better than to keep on doing a real job. 
The men in the business who operate on 
that basis do very well through periods 
of both prosperity and depression. The 
fundamentals of success in life insurance 
are changeless in a constantly changing 
world, he declared. The manager who 
continues to bring into his agency or- 
ganization strong, capable men, and who 
then trains and supervises them so that 
they succeed and make money, is doing 
a good job for himself and his company, 
and is performing his full share of the 
mission which is the responsibility of 
all business men. 


Pratt to Assist Greene 


R. Barry Greene, Newark manager of 
Connecticut General Life, has appointed 
Richard F. Pratt assistant manager. He 
has been with the agency two years and 
has won high company honors. 


about a 


Life Managers , 


Occidental Seeks 
New Home Office 


A proposal for purchase of the Los 
Angeles Chamber of Commerce building 
by Occidental Life as its new home of- 
fice has been submitted to the stock- 
holders of the building corporation. Oc- 
cidental offered $2,100,000 for the 8-story 
structure, which was completed in 1925 
with gross area of more than 413,000 
square feet. Completion of the trans- 
action depends on stockholder approval. 
Occupying the full ground space be- 
tween Broadway and Hill on 12th street, 
it is the second largest office structure 
in downtown Los Angeles. 

Ownership of the building will an- 
swer Occidental’s need for increased 
space caused by its rapid growth of the 
past 15 years, and at the same time pro- 
vide ample space for future expansion, 
President Dwight L. Clarke said. 

Plans to erect a new Occidental Life 
home office building on Wilshire boule- 
vard, adequate for present and future 
needs, will be abandoned if Chamber of 
Commerce building stockholders approve 
the sale. Occidental acquired the block 
between Mansfield and Citrus on Wil- 
shire several years ago. 

Occidental’s proposed move to the 
Chamber of Commerce building would 
be a gradual one, extending for several 
months, if the sale is completed. The 
Los Angeles Chamber, as well as many 
other present occupants, will not be 
disturbed by change of ownership. 


C. F. Young Heads Central 
Life of Kansas 


Dr. C. F. Young has been elected pres- 
ident of Central Life of Kansas to suc- 
ceed the late Frank E.° Milligan. Dr. 
Young has been medical director since 
1933. In 1927 he was elected to the 
board of directors and in 1941 was 
elected vice president and medical di- 
rector. He will continue to be medical 
director. 

Dr. Young is a native of Texas and a 
graduate of the University of Texas 
school of medicine in 1912. 


U. S. Executives to Address 
Canadian Life Officers Assn. 


Paul F. Clark, president of the John 
Hancock Mutual Life; James Muir, gen- 
eral manager of the Royal Bank of Can- 
ada, and D. C. Abbott, Canadian minis- 
ter of finance, will address the annual 
meeting of the Canadian Life Insurance 
Officers Assn. at Montebello, Que., May 
13-15. 

A. E. Patterson, president of Mutual 
Life; Marshall Holcombe, Jr., and 
Charles J. Zimmerman of L.I.A.M.A. 
will address the life agency officers sec- 
tion. 


Franklin Enters Utah; 
Bentley General Agent 


Franklin Life has been licensed in 
Utah. Vivian W. Bentley, formerly 
with American National, has been ap- 


pointed general agent at Salt Lake City. 


13 Prudential 
Executives Win 
Superior Posts 


Robert H. Bradley, an executive of 
Prudential since 1918, and vice-president 
in charge of'fiscal operations for the last 
17 years, will retire June 1. 

Pearce Shepherd has been promoted 
from 2nd vice-president and associate 


actuary to vice-president and associate 
actuary; Louis R. Menagh, Jr., formerly 
comptroller, 
comptroller 
has been 


becomes vice-president and 
Frederick H. Groel, who 
now 


vice-presi- 


secretary, is 





F. Bruce Gerhard Pearce Shepherd 
dent and secretary, and Harry J. Volk 
advances from 2d vice-president to vice- 
president. 

Charles B. Laing has been promoted 
from director of organization and meth- 
ods to 2d vice-president, and Edward M. 
Nepmann from associate actuary to 2d 
vice-president and associate actuary. 

H. Woodruff Tatlock, who has been 
treasurer, has been elected 2d vice-presi- 
dent. 

Supervision over the treasurer’s de- 
partment will be assumed by Robert M. 





H. J. Volk Robert M. Green 
Green, vice-president and he becomes 
vice-president and treasurer. Also, he 


will aid in the development of new in- 
vestment contacts in collaboration with 
the bond and the mortgage loan and real 
estate investment departments. 

William Mitscher, Jr., general man- 
ager of the ordinary policy department, 
is transferred to the treasurer’s depart- 
ment, and elected associate treasurer. 

Supervision of the industrial policy de- 
partment and the general office adminis- 
tration department are to be taken | over 








SALIENT FEATURES OF 1946 ANNUAL STATEMENTS | 











Increase 

Total in 

Assets Assets 

$ 
Amer. Standard... 4,142,654 141, 909 
Canada Life Assu. 349,748,578 15, , 
Country Life 34,649,049 4,8 
Home Security 2 10,397,717 1.947, 150 
Independent Life. 6,425 210,960 
Legal Standard 30 78,676 
National Home 3 31,317 
Old American 2 294,122 
tushmore Mutual. 301,710 
St. Louis Mutual. 398,212 
Texas Prudential. 1,692,106 
Western & South.. 42,370,884 
ee: SOMME, 665 ss 133,765 
Southern Dixie.... 850,079 
Southwestern Life 15,326,140 
State National 68,439 
Knights of Colum. 64,999,215 3,194,748 











Surplus to New Increase Prems. Total Benefits Total 
Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
holders 1946 Dec. 31, 1946 in Force 1946 1946 1946 1946 

$ 3 $ 3 $ $ 

2,437,708 13,004,250 45,776,163 8,993, +e 974,822 539,942 754,877 

17,582 006 *104,799,772 1,002,130,754 81, eget 24,868,819 40,116,275 

3.8! - 43,499,746 286,277,200 35,637, 850 7,774,47 1,287,354 3,047,575 

: 30, 013,885 96,580,176 13,776, 429 4,049, 100 479,790 2,107,908 

: 2,671,257 ii; 992,757 742,455 100,396 386,661 

3,306,650 3,725,400 2,279,200 76,509 

1,670, 400 3 905, 038 1,280,188 73,278 

154,500 529,002 154,500 24,072 

5,667,261 5,017,199 2,906,685 291,807 

2,221,323 13,942,323 801,087 448,044 

38,426,637 119,757,184 3,758,489 9, 2,188,742 

52,462,884 278,322,090 1,707,782,077 189,274,395 f 3,800,292 

146,082 2,733,341 7,023,892 1,983,238 ‘ 226,966 10,460 108,715 

1,038,512 28,616,709 53,151,042 8,711,581 2,350,203 2,464,746 409,134 1,618,512 

10,100,000 109,390,037 580,047,004 67,345,654 20,677,370 28,136,546 6,272,654 13,479,849 

156,526 3,095,726 5,601,926 2,656,735 159,317 176,768 10,905 109,743 
FRATERNALS 

6,112,136 40,190,650 294,673,237 27,933,676 5,800,972 9,960,885 3,511,520 7,566,434 


Excludes revivals and increases and paid-up additions. 


Annuitant at 102 
Gives Testimonial 


Penn Mutual, which is celebrating its 
centennial this year, has one policyowne; 
who is older than the company. He jg 
Theodore Parker Adams of Plymouth, 
Mass., who will be 102 on July 24. A hen 
Fenn Mutual began business, Mr. Adams 
was almost two years old. 

When active, he was a master of Cam. 
bridge Latin School. Invited to attend 
a showing of the company’s centennig| 
movie, he wrote Henry M. Fraser, Jr, 
general agent at Boston, that the infirm. 
ities of age prevented him from attend. 
ing. 


Recommends Annuities 


“In my long life I have acquired no 
distinction except that of longevity,” 
he wrote. “It is a lonely distinction to be 
the oldest member of one organization 
and the last survivor of another, but ] 
can recommend annuities as a source of 
peace and comfort to the holder although 
not always profitable to the company, as 
is my case. I thank the Penn Mutual 
for the prompt payment of its annuities, 
and hope that it may have another cen- 
tury yet more prosperous than the last.” 


Announce Chicago 
Congress Program 


Complete program for the annual sales 
congress of the Chicago Assn. of Life 
U nderw riters to be held in the casino of 
the Congress hotel all day April 26, is 
announced. Clarence E. Smith, North- 
western Mutual, is general chairman 
and will preside with Paul W. Cook, 
Mutual Benefit, association president. 
The program is: 

Philip B. Hobbs, agency manager 
ree Society, Chicago, president 

A.L.U., “1947—A Good Year”: Wil- 
— B. "Minehan, executive assistant 
Northwestern Mutual, Milwaukee, “Life 
Insurance—All Things to All Men”: H. 
Peter Trosper, agent New York Life, 
Detroit, “The Fifth Dimension in Sell- 
ing.” 

Bert A. Hedges, manager Business 
Men’s Assurance, Wichita, ‘Locating 
the Current Market”; Lillian L. Joseph, 
agent Home Life of New York, Now 
C,, “Sales Ideas and Prospecting”; Wil- 
bur W. Hartshorn, superintendent of 
agencies, Metropolitan Life, New York, 
“The Philosophy Behind the Sales In- 
terview.” 

The morning session will start at 9 
a. m., and the afternoon session at 1:15 
p. m. George Holman will be song 
leader. Registration fee for members 
is $1.50, for non- oe $3. 


by F. Bruce Gerhard, vice-president. 

The activities formerly supervised by 
Mr. Gerhard now become the responsi- 
bilities of Mr. Shepherd. 

Mr. Menagh will direct all accounting 
and auditing operations and the debit ac- 
counting offices throughout the country. 

Mr. Volk’s former duties as operat- 
ing head of the general office administra- 
tion department will be assumed by Mr. 
Laing. The latter will also supervise the 
ordinary and industrial policy depart- 
ments. 


Distribution of Duties 


Mr. Tatlock will look after the indus- 
trial agencies field service department. 

Mr. Neumann will have wide execu- 
tive responsibilities in the group depart- 
ment. 

Mr. Bradley became assistant man- 
ager of the bond department in 1918, 
after 13 years of Wall Street experience. 
He was advanced to manager of that de- 
partment and then to the position of 
treasurer. In 1929 he was elected vice- 
president. 

Raymond W. Cobb has been named 
director of organization and methods; 
Thomas Allsopp. II becomes assistant di- 
rector organzation and_ staffing, and 
Floyd H. Bragg is named senior meth- 
ods analyst. 
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All-Stars Inject Sales 
Vitamins into 


By RICHARD J. THAIN 


The large and eager audience at the 
sales 


which closed the 
N.A.L.U. mid-year 
meeting received 
powerful injections 
of sales vitamins 
from enthusiastic 
speakers who 
lived up to their 
billing as “all 
stars’. A; large 
number of pro- 
ducers from Wis- 
consin and _ other 
mid-western states 
were present, 
many of them 
young war veterans new to the busi- 
ness. The speeches had wisely been 
directed to these new men. J. F. Hinkes, 
sales congress chairman, who opened 
the session, had arranged a program ot 
wide informative variety. 

Welcome on behalf of the Wisconsin 
companies was delivered by Warren J. 
Moore, secretary of Old Line Life, who 


congress 





G. D. Adams 








G. A. L’Estrange 


Warren J. Moore 


eloquently expressed the honor which 
the Wisconsin companies felt to have 
such a meeting in their state. Chairman 
of the morning session was Albert G. 
Schmedeman, Jr., director of agencies 
National Guardian Life, who skillfully 
held the speakers on schedule, no easy 
task because of the enthusiasm of the 
speakers and their audience. 

Lead-off speaker was Herbert R. 
Hill, district manager Life of Virginia 
at Richmond, whose wit, powerful voice 
and drawl embellished an exposition of 
package selling based on the social se- 
curity appeal. Mr. Hill said that for 
the average agent, ordinary or indus- 
trial, the best bet is to employ package 
selling to make a quick, one shot job 
of covering a wide number of prospects. 
The average prospect is not a man of 
enough means to warrant extensive 
programming or estate analysis and his 
insurance problems can be met in one 
interview, Mr. Hill said. Package sell- 
ing gives the average agent a positive 
mental attitude in that he knows where 
he is going, why he is going there, and 
what he is going to say. 


Salesman is Like Actor 


He said that a memorized sales talk 
gives the average agent the right, ideas 
in the right sequence. Because it has 
been prepared in advance by experts, 
the prepared talk is analagous to adver- 
tising campaigns which are designed 
scientifically to create desire and get 
action. Mr. Hill pointed out that actors 
on the screen or stage have memorized 
their parts, and good actors are con- 
vincing. He said the social security ap- 
peal is well adapted to package selling. 

Mr. Hill then made use of a series of 
charts which showed the type of dia- 
grams with which he has armed his 
agents. These charts illustrate for the 
prospect and his wife how inadequate 
the bare social security benefits are 
and that the wife would have to go to 
work upon the death of her husband, 
because she could not get by with the 





GI Crowd 


social security benefits. If she goes to 
work she loses social security benefits 
and often nets less when she is work- 
ing than if she had depended upon 
social security. 

At this point Mr. Hill delivered some 
practical advice which delighted the 
audience. Naturally the agent gets to 


G. J. Currie G. L. Hill 


the point in the interview where he has 
to ask the husband how much insurance 
he is carrying. The chances are there 
isn’t much, but even if there is, the 
agent sets down the expenses which the 
wife will have to face upon her hus- 
band’s death, including present ex- 
penses, clean-up, mortgage and emer- 
gency. Using present insurance and 
other income to fill out these various 
categories, the agent can generally 
show that the present insurance will 
allow the wife little income and must 
be assigned to one of the other cate- 
gories. The emergency fund can _ be 
stretched conveniently to take care of 
existing insurance and show that it will 
not provide income. 





The Bankers Life of Lowa team of T. 
H. Tomlinson, manager of sales promo- 
tion, and Roy Frowick, educational su- 
pervisor, launched a_ succinct sales pres- 
entation based on diminishing responsi- 
bilities. The demonstration was pre- 
ceded by Mr. Tomlinson’s discussion of 
the sales process. He said that money 
and self respect are the two things most 
important to a man in his old age. 
Without money from life insurance, the 
average oldster cannot maintain him- 
self or his self respect. He said that 
each agent must measure for his pros- 
pect the size of the hole left by his 
earning ability upon his death and see 
that insurance is adequate to plug this 
hole. 

Mr. Frowick proceeded to play the 
part of agent and Mr. Tomlinson the 
prospect to demonstrate a largely vis- 
ual system of graphing the responsibili- 
ties of the breadwinner and his wife. 
The responsibilities lines of both hus- 
band and wife decline out to the end 
of the life line. Superimposed upon this 
diagram were lines denoting parental 
responsibility for children which cut 
down and goes off the books at about 
20. Another line showed the responsi- 
bility of the average man to himself in 
old age to complete the picture. 

Mr. Frowick then presented a plan 
to bridge the gap between the two hills 
of responsibility, those in the early 
years for the children and those in the 
sunset years for retirement. He pointed 
out that by tying these two eras of re- 
sponsibility into one and through in- 
surance the prospect can do both jobs 
for 30 cents on the dollar it takes to do 
the saving job alone. 


IMIG ON APPRAISAL 


Richard E. Imig, New York Life, 
Sheboygan, president of the Wisconsin 
association, declared that a knowledge 
of risk appraisal is a necessity for the 
career agent and that it is important 

(CONTINUED ON PAGE 21) 
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Penn Mutual Centennial Movie 


The Penn Mutual Centennial animated motion picture, 
“100 Years of Security,” a combination history of the 
Company and annual statement—is booked for showings 
in the following cities this week:— 


21, at Lima and Oakland. 

at Albany, Chicago, Providence, St. Louis. 
Bridgeport, Louisville, Tulsa, Macon. 
Rochester, New Haven, Oklahoma City, 


March 28, Cincinnati, Shreveport. 


Advertisements in local newspapers announce the 
place and hour of the showing, and cards of admission 
for policyowners and friends may be secured by tele- 

_ phoning or writing the Penn Mutual General von in 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
esident 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Advertisers Prepare 
for Possible 
Rainy Day Ahead 


More Than 100 at Eastern 
Round Table Session 
Look to Future 


By KENNETH FORCE 
NEW YORK—Many life advertising 


men are engrossed in reappraising their 
companies’ sales promotion material, 
the editorial policies of company maga- 
zines, and the effectiveness of their 
direct mail efforts; or they are devising 
new material or means to do a 
war job. 

More than 100 members of the 
Advertisers Assn. attended the East- 
ern Round Table of the group here 
two days this week to discuss these and 
other subjects, including merchandising 
the advertising man’s work, national 
advertising and policyholder relations. 

There was an atmosphere of satisfac- 
tion that can be considered natural fol- 
lowing the best year ever in life insur- 
ance production, but at the same time 
an insistence on analyzing all of the 
processes to avoid overlooking weak- 
nesses that may exist. The advertising 
men know that the lush days cannot 
last forever, and that they must con- 
tribute their share to a good job of 
merchandising. 

Richard Rhodebeck, United States 
Life, proved a vigorous and capable 
chairman of the round table. Those 
in charge had arranged the discussions 
so that everyone was able to sit in on 
a treatment of every subject. The cock- 
tail party Monday evening, and the 
luncheons Monday and Tuesday were 
highly successful social affairs. 

Powell Stamper, National Life & Ac- 
cident, president of L.A.A., made the 
talk at the Monday luncheon, a spot 
originally slated for Alexander Patter- 
son, president of Mutual Life, who 
was unable to attend. 

While 1946 was a field day for life 
insurance production,,the business must 
continue to deserve this evidence of con- 
fiderice, and-’the life advertisers must 
keep the story told, Mr. Stamper de- 
clared. Many believe in 1947, the busi- 
ness will have to get back to selling. 
Advertising men can help by spotting 
trends and then doing something about 
their analysis, he said. 

The leaders and co-leaders did ‘a 
good job at the discussion sessions. The 
round tables stuck to their subjects, 
but covered them thoroughly and ex- 


post- 


Life 


peditiously. The leaders and co-lead- 
ers were: Direct mail, William C. 
Gentry, New England Mutual, and 


George H. Kelley, New York Life; 
company magazines, Robert J. Walker, 
Mutal Benefit, and Paul Troth, Home 


Life; sales promotion, Earl R. Trang- 
mar, Metropolitan, and Robert S. 
Kohn, Security Mutual; merchandising 


your work, Harvey Kesmodel, Sun Life 
of Baltimore,.and L. Russell Blanchard, 
Union Mutual; national advertising, 
Margaret Divver, John Hancock, and 
Charles E. Crane, National Life: and 
policyholder relations, Clifford B. 
Reeves, Mutal Life, and Evelyn’ Shuler, 
Penn Mutual. 

Bait letters are the most popular di- 
rect mail advertising now being done, 
Mr. Gentry said at his meeting. This 
is a letter offering a premium in order 
to get a reply. They are being pushed, 
and results reported by several of the 
companies represented at the round 
table are excellent. 

New England Mutual has a booklet 

(CONTINUED FROM PAGE 24) 
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Huebner to Speak 
at Baltimore C.L.U. 
Anniversary Fete 


Dr. S. S. Huebner, president American 
College, will speak at the Baltimore 
C.L.U. meeting this week, honoring the 
20th anniversary of the college. Mem- 
bers of the Baltimore Assn. of Life Un- 


derwriters have been invited to the 
meeting. 7 
Dr. David McCahan, dean of the 


American College, and E. J. Clark, state 
agent emeritus John Hancock Mutual, 
who is a life trustee of the college, will 
also be honored at the meeting. These 
two men and Dr. Huebner are the au- 
thors of “The History of C.L.U.” which 
is now being published. 

H. L. L. Hurrelbrinck, Jr., 
dent of the Baltimore C.L.U. 
and H. E. Turner is chairman of 
20th anniversary committee. 


is presi- 
chapter, 
the 


Dr. H. K. Crutcher Named 
Dr. Howard K. Crutcher has been 

appointed medical director of United 

Fidelity Life. He will continue his pri- 


vate practice at Dallas. 
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OFTEN DULL AND TEDIOUS 
PROCEDURES OF A STUDY 


OF TAX AND BUSINESS IN- 
SURANCE TECHNICALITIES, 


WHEN BENEATH THE 


YOU CAN PROJECT AND 
MAKE EVIDENT A WARM 
AND FRIENDLY PERSONAL- 
ITY, THAT IS SOMETHING. 
* * x 
AND THAT IS EXACTLY 
WHAT ED STEPP DOES 
WITH HIS “BOYS” IN SU- 
PERVISED TAX AND 
BUSINESS INSURANCE. 
Here is no routine handling of 
questionnaires; but instead a 
lively interest that evokes com- 
ment as the following from 
O. B. CAPPS, FIDELITY 
MUTUAL, NYC. 


“IT IS WITH DEEP RE- 
GRET that the last of the 
work is completed. Though the 
program cost much time and 
effort, the value I have gained 
was much greater than the in- 
vestment I made: Like all good 
things, it had to come to an 
end, but frankly to me, it is 
just the beginning. 

“I CANNOT TELL YOU HOW 
DEEPLY I AM PP ye TO 


YOU_ PERSONALLY FOR THE 
HELP YOU HAVE GIVEN ME. vi 


* * * 
ND I AM oS TO ADD Tae 
THIS IS WAY . ALMOST 
LL OF ED. Bd ty mag 
FEEL TOWA HIM AND 
WARD HIS WORK WITH THEM, 
PAUL SPEICHER 
Monoging Edi 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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Occidental Makes 
Several Changes 


Occidental Life has announced a num- 
ber of field appointments. It is resum- 
ing operations in Hong Kong April 1, 
and has appointed Tsufa F. Lee, former 
partner of P. M. Anderson, now an as- 
sistant vice-president, general agent 
there. He is enroute to set up an office 
in Hong Kong. He entered life insur- 
ance in 1930 as supervisor for Crown 
Life of Toronto in Shanghai; in 1933, 
became a partner in P. M. Anderson & 
Co. when Occidental began its opera- 
tions in China,. 

A new agency office has been opened 
in Norfolk, Va., with Bernard B. Joyn- 
er, Jr., appointed general agent. In 1942 
he entered life insurance as agent with 
Union Life at Norfolk. 


Neb., W. Va. Appointments 

Mortiz Aabel, former general agent 
for Ohio National Life, has been ap- 
pointed general agent by Occidental 
Life in Hastings, Neb. He fills a vacan- 
cy created by death of General Agent 
H. O. Johnson. Mr. Aabel is a native 
of Minden, Neb., who spent 15 years 
in the lumber and banking business be- 
fore joining Bankers Life as agent. He 
later was district manager for Mutual 
Life at Hastings for five years and then 
went with Ohio National. He is past- 
president Hastings Life Underwriters 
Assn, and past-secretary Nebraska asso- 
ciation. 

Occidental also has opened a new gen- 
eral agency in Huntington, W. Va., with 
John S. Hermansworfer in charge. He 
was district agent for Lincoln National 
in Huntington prior to joining Occi- 
dental and entered life insurance work 
in 1925 as an agent for Southern Life 
in Charleston. He soon was promoted to 
associate manager and in 1930 became 
manager of the Ashland, Ky., district, 
and later manager of the Erie, Pa., area. 
From 1934 until 1945 he was manager 
for the company’s Huntington territory 
and two years ago became special home 
office reperesentative in field demon- 
stration of ordinary production. 





Roberts Gets Citation 
for Chest Leadership 


E. A. Roberts, president of Fidelity 
Mutual Life, is here receiving a cita- 
tion at St. Louis for his work as presi- 
dent of Community Chests & Councils 
during the years 1943-1947. The presen- 
tation is being made by Philip M. Mor- 
gan of Worcester, Mass., vice-president 
of Community Chests & Councils. 

Mr. Roberts has now been succeeded 
as president by Edward L. Ryerson, 


chairman of Inland Steel Co. Mr. Rob- 











erts has been named the chairman of 
the 1948 campaign of Philadelphia com- 
munity chest. 

Community Chests & Councils is the 
central agency through which the 
pooled experience of 878 community 
chests is studied for the most effective 
methods of organization and technique. 

During Mr. Roberts’ administration 
the number of chests increased more 
than 200 and a great record was made in 
raising funds. 


Pan-American Wins 
Reversal on Group 
Premium Refund 


Pan-American Life won a reversal of 
a Texas lower court decision, holding 
it liable for return of premiums paid by 
employes under a group policy for the 
past 20 years, but the Texas court of 
civil appeals, at the same time, directed 
that Pan-American shall refund premi- 
ums paid for six months during 1944 
while a new contract was being ne- 
gotiated for but was eventually turned 
down by the insurer. The case was Pan- 
American vs. Garett, et al. 

In 1925 Pan-American insured em- 
ployes of El Paso Electric Co., Rio 
Grande Valley Traction Co. or El Paso 
& Juarez Traction Co. that were mem- 
bers of El Paso Electric Co. Employes 
Assn. 

There was a provision for termination 
of the contract upon termination of em- 
ployment “with the said employers or 
the termination of membership with the 
said assured.” 


Sells Transportation System 


Pursuant to an SEC directive, the elec- 
tric company Dec. 31, 1943 sold its en- 
tire transportation system to El Paso 
City Lines, Inc. and the electric com- 
pany’s employes became employes of the 
City Lines. 

A. Goodman, Pan-Ameican’s gen- 
eral agent at El Paso, according to the 
court, had knowledge of the sale prior 
to his receipt of the January, 1944, 
premium. He collected* the monthly 
premiums through March 9 and on 
March 13 notified Pan-American of the 
sale. He reported that the employes as- 
sociation had amended its constitution 
and by-laws so as to include employes 
of El Paso City Lines, Inc. Mr. Good- 
man said he had been negotiating with 
the employes association for a new con- 
tract that would include the employes 
of El Paso City Lines. 

Pan-American replied that it would 
not be willing to amend the contract 
and stated that since premiums had been 
paid to March 5, any whose employment 
had terminated prior to that date would 
have 31 days to convert their certificates 
to permanent insurance. 


Notification by Goodman 


There was much ensuing correspond- 
ence between Mr. Goodman and Pan- 
American, and on April 3 Mr. Goodman 
wrote to the chairman of the employes 
association stating that the monthly 
premiums effective April 5 carried the 
insurance to May 5 and that Pan- 
American “must adhere to the conver- 
sion provision.” 

On Aug. 1 Mr. Goodman notified the 
secretary of the employes association 
that the certificates would be canceled 
as of Aug. 5. 

The court observed that the insur- 
ance covered the employes of the named 
employers only, and under the provision 
of the certificates this coverage termi- 
nated when that employment terminated. 
Hence there can be no recovery of pre- 
miums paid under that contract. 

Due to the events that took place 
during 1944, the court stated that a new 
contract with the employes association 
and with former employes of the electric 
company who were employes of El Paso 
City Lines must be implied, and Pan- 
American’s attempted cancellation of 
such contract was wrongful, the court 
decided. 


Hypothetical Question 


The court said it need not concern it- 
self with the question of what would 
have been the correct measure of dam- 
ages had all of the employes sought to 
recover for breach of their contract. All 
except two of the employes elected to 
rescind their contracts because of Pan- 
American’s repudiation and to recover 
the premiums paid. 

The contracts which Pan-American 
repudiated and attempted to cancel were 


French Bankers 
Mutual Head 


G. C. French has been elected presi- 
dent of Bankers Mutual Life of Free- 
port, Ill., succeeding Leonard H. Eng- 
strom, who has resigned. 

Mr. French joined Bankers Mutual in 
1937 as actuary, previously having 
served in a consulting capacity. He 
subsequently became secretary and ex- 
ecutive vice-president and actuary. He 
will continue to serve as actuary. 

Russell S. Haight, agency director, be- 
comes executive vice-president, but will 
continue to be the chief agency officer, 

Glenn K. Hammel was elected vice- 
president in charge of agency field activ- 
ities and was also elected as a director, 

Marvin F. Burt, formerly “secretaal 
becomes secretary-treasurer, Dr. J. M. 
Linden continues as medical director, 

Mr. Engstrom became president in 
1943 upon the death of J. C. Peasley. He 
had been vice-president the previous 
year. Prior to that he was Michigan 
manager located at Detroit from 1936, 
He was supervisor of agents at Chicago 
from 1929 until going to Detroit. 

Prior to becoming associated with 
Bankers Mutual he had been superin- 
tendent of agencies for the old Security 
Life of Virginia and superintendent of 
agencies for the old Continental Life 
of St. Louis. Since 1922 he also held 
positions with Aetna Life as field man 
in Iowa and associate general agent 
at Lincoln, Neb., and with Travelers 
as group supervisor in Iowa. 





Reserve Loan Managers 
Convene at Home Office 


Representatives from nine states, Ha- 
waii and Cuba attended the general 
agents and managers’ meeting at the 
home office of Reserve Loan Life. 

General theme was better service for 
the: public through closer cooperation 
between the field and home office. 
Hick. Majors, president, was host at a 
welcome ‘breakfast. A stag party was 
held at the home of Clint W. Murchison, 
board chairman. Robert Schulman, vice- 
president and director of agencies, han- 
dled. arrangements. 

A. R. Jaqua, director of the Southern 
Methodist course and Alden C. Falmer, 
R. & R. Service, spoke as did W. R. 
Baker of the Dallas office. 

Mr. Schulman, Selby Rawlings, direct- 
or of training, and James Stevens, 
agency assistant, presided at the business 
sessions. The meeting was concluded 
with a stag benefit at which Paul D. 
Lindsey, executive vice-president, was 
master of ceremonies. 





New Mutual Life Aids 


New assistant managers appointed by 
Mutual Life are H. M. Bentley of the 
Providence agency, who will be located 
at “Cranston, RR. 1c: A. Helms of 
the Indianapolis agency, who will be at 
Anderson; G. R. McBride of the Oak- 
land agency, who will be at Stockton; 
K. S. Nelson of the Fargo agency, who 
will be at Fosston, Minn.; and S. 
Tracy of the San Jose agency who will 
be at San Jose. 








the implied contracts that arose sub- 
sequent to Jan. 1, 1944. These were the 
only contracts which employes could 
elect to rescind, and the only premiums 
paid under such contracts were those 
paid subsequent to Jan. 1, 1944. All 
liability under the original contracts ex- 
pired by their own terms when the em- 
ployes ceased to be employes of the em- 
ployers named in the contract. 

Two of the employes sought to re- 
cover disability benefits. The disability 
date for one of the employes was found 
to be Oct. 5, 1944, and the other July 
30, 1945. They based their claim on Pan- 
American’s repudiation of their contracts 
and the breach thereof both present and 
anticipatory. The higher court affirmed 
the judgment in their behalf. 
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as shown by our 95th Annual Report 


Every one of the more than fifty-three million dollars that policyholders and 
beneficiaries received from the Massachusetts Mutual in 1946 represented the 
results of wise financial planning in time. It is this kind of planning that provides 
money when needed most. 

Life insurance serves many purposes. The one of greatest importance to the 
home is that of enabling men and women to guarantee financial provision for 
themselves and their families beyond the time when earned income will be 
reduced by old age, or destroyed ey dea 

But, whether your problem is that of making the future financially secure 
for yourself in old age, or for your family in your permanent absence. . . or 
protecting your business against the loss that would follow the death of its key 
men... or providing life insurance or retirement income for employees . . . 

ou are invited to discuss it with a trained and experienced Massachusetts 
Mutual representative. 


Summary of Annual Statement 
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as at December 31, 1946 : 
Bonds, Mortgages and Other Assets..............20-00e00e $1,063,138,948 iS 
y) Intervent: due and aceruied) :.:.). cee iissesea ve etaal teeters 7,759,864 € 
>) Premiums, due and accrued.............eceeecececeeceeees 13,544,655 S 
>) Total Admitted Assets*.......... isieuhiiekateabewinitestiis $1,084,443.467 5 
2) Liabilities a4 Rane < 
> I CMD... os can ceeeuceeWevasdened vewaees $ 781,035,184 @ 
5 RRMMIMUCOER RIMES: < 5555) 3 ce vacinecels copeodaddeeonadess 219,137,176 @ 
> Policy Claims in process of settlement........ ee Ea Se 3,752,406 @ 
5 Dividends to Policyholders.............0eeceeeeeceeeeeees 12,723,528 z 
y Taxes...... Mo eo ebclebnls ccesebeve de eePet onde duddcwsaasee 2,185,341 s 
>) Miscellaneous Liabilities...............0seecseeeeeeeeseees 1,135,224 @ 
) eo os eas snea dc cankigeeareegeuncnente 10,004,365 @ 
~ Surplus to Policyholders...............0.eseeeeeeees aes 54,470,243 Ya 
> ES iS 
>) Total Liabilities and Contingency Funds.......... Rey oe aeenet $1,084,443,467 e 
>) United States Registered Bonds included in the above statement are deposited as required by law; e 
5) State of Massachusetts $300,000; State of Georgia $10,000. @ 
S PRE soage- —. ard assets deterinined in accordance with rules established by the National @ 
Zs ssociation of Insurance Commissioners. P 
> A complete Annual Report will be sent on request. S 
> : 
> LIFE INSURANCE COMPANY 
<i Organized 1851 SPRINGFIELD * MASSACHUSETTS = 
Z Rertrand J. Perry, Chairman of the Board Alexander T. Maclean, President S 
or a 
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CALEB RICE 





Caleb Rice served as the first presi- 
dent of the Massachusetts Mutual 
Life Insurance Company from the daté 
of its organization in 1851 until the 
time of his death in 1873. At the end 
of that year, the total insurance in 
force was $32,636,839. 


Compare this with the record of 
achievement published in our 95th 
Annual Report as at December 31, 
1946 showing ... 


596,397 policies in force, repre- 
senting life insurance amounting 
to $2,428,801,741, exclusive of 
Annuities and Group Insurance — 
an all-time high .. . 


$236,556,152 life insurance sold 
in 1946, exclusive of Annuities and 
uar Insurance—a 53% gain over 


$28,400,000 Pension Trust sales 


in 1946... 


$7,500,000 Group life insurance 
sold since October, 1946 when the 
Massachusetts Mutual entered the 
Group field . . . plus Employee 
Life Insurance of $589,000 . . . 


2,789 Annuities sold in 1946, 
providing for $1,443,000 annual 
income payments... 


$53,923,084 paid to policyholders 
and beneficiaries in 1946, 


Keeping faith with the practices 
established when the Massachusetts 
Mutual was organized in 1851, the 
directors and officers since that time, 
nearly a century ago, have perpetuated 
the conservative and efficient manage- 
ment of the company in the best inter- 
ests of its policyholders. 


Massachusetts Mutual Life 


Insurance Company, Springfield, 
Massachusetts. Organized 1851. 
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Fails to Win 
Exception to 3% 
Annuity Tax Rule 


WASHINGTON — The Tax Court 
has sustained the internal revenue com- 
missioner’s ruling in Virginia M. Mac- 
Arthur vs. Commissioner, involving 
questions of taxability in connection 
with two annuity contracts purchased 
by petitioner and her mother Ila M. 
Stewart, each for <@: consideration of 
$25,000, of which ed€h paid half. Each 
annuity contract provided for an annu- 
ity to the mother during her life, and 
thereafter to the daughter. 

The Tax Court held that the com- 
missioner did not err in denying exclu- 
sion from gross income of the amount 


above 3% of the consideration for which 
the daughter might have purchased 


separately an annuity contract for a 
period following the death of her 
mother, and in taxing 3% of the $50,000 
consideration paid, under section 22 (b) 
(2), internal revenue code. The com- 
missioner has found a deficiency in in- 
come tax liability for 1941 of $732.56. 
In 1936 mother and daughter bought 
a joint and survivor annuity, from Mu- 


tual Life for a single premium of $25,- 
000. This called for payment of $84.58 
monthly to Mrs. Stewart until her death 
and thereafter to the daughter until her 
death. : 

In 1937 the two women purchased a 
last survivor life annuity from Pruden- 
tial for a $25,000 premium, each contri- 
buting half the purchase price. Monthly 
payments of $85 were called for to Mrs. 
Stewart until her death and after that 
to her daughter until the latter’s death. 


Mrs. Stewart died in 1940. Her 
daughter received $2,034 under the two 
annuity contracts during 1941, 

The Tax Court says Mrs. Stewart 
could have bought from Mutual Life 
in 1936 a life annuuity payable to her 
at $84.58 monthly for $15,581, and the 
following year an annuity from Pruden- 
tial paying $85 monthly for $15,376. 

“Based on the American annuitants 
table,” said the Tax Court, “with 3% 
interest and an expense allowance of 
6%4% of the gross premium, assuming 
the age of the mother was 58% and the 
age of the daughter as 32%, a deferred 
annuity that would pay the daughter 
$85 a month after the mother’s death 
would cost $9,656.77. A life annuity for 
the mother, based on the same facts, 
would cost $15,466.77.” 

The daughter contended that the 3% 
to be reported as income by her should 
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WELCOME NEWS 


We at Commonwealth are greatly pleased with the de- 
cision to hold next year’s NALU Midyear Meeting in 
Louisville, and we look forward to the event with high 


It will be a genuine pleasure to exemplify to the Associ- 
. ation Kentucky’s reputation for cordiality, established 
generations ago and constantly strengthened in the inter- 


It will, we trust, be an equal pleasure for 


Realizing full well the excellent quality of past meetings, 
we are confident of Louisville’s ability to match them 


and to take up the challenge of setting a new and even 


Insurance in Force February 28, 1947 — $313,329,020 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
MORTON BOYD, President 





































be based upon the cost of her annuities 
for the period of her life after her 
mother’s death, and not upon the $50,000 
paid for the two annuities purchased 
jointly. The daughter argued that was 
the true meaning of “such annuity” in 
section 22 (b)(2), and that the commis- 
sioner’s interpretation, in effect, that the 
annuity referred to as basis of the 3% 
is the one actually purchased, was con- 
trary to the statutory scheme and de- 
cisions. 

Petitioners’ Contention 


In substance, the petitioner’s view as 
stated by the court was that each of the 
annuity contracts consisted really of two 
contracts, one with the mother for her 
life and the other providing a deferred 
interest in the daughter, beginning at 
her mother’s death. The daughter con- 
tended that income tax payable by her 
should be 3% on the total of $19,233 for 
which she could have purchased for her- 
self survivorship annuity contracts, not 
coupled with life annuity. 

The Tax Court said it was not shown 
that either company issued its contract 
on the 3% basis with 644% expenses, 
as supposed by an actuary who testified. 
The contracts were held single, not 
divisible. No evidence was found that 
either company calculated the annuity 
contracts on the basis of a division 
between life expectancies of mother and 
daughter, and the court held they may 
not be divided. It holds the congres- 
sional intent was to tax a reasonable 
portion of return upon investment in an 
annuity, but to recognize that some part 
of it might be capital. Whether the capi- 
tal would eventually all be recovered, 
the court considers, “no primary con- 
cern,” and the court was not impressed 
with petitioner’s argument. 


Colonial Promotes 


Pinque and Brown 


Colonial Life has advanced F. J. 
Pinque from comptroller to vice-presi- 
dent and comptroller, W. C. Brown 
from associate actuary to actuary, and 
appointed Gertrude A. Schlachter assis- 
tant actuary. Mr. Pinque was with 
Bankers National Life of New Jersey 
before joining Colonial in 1943. 

Mr. Brown, a fellow of both actuarial 
organizations, was with Empire Life. of 
Canada for 10 years before joining 
the actuarial staff of Prudential of Eng- 
land’s Canadian head office. He joined 
Colonial four years ago as mathema- 
tician, became assistant actuary in 1944 
and associate actuary last year. Miss 
Schlatcher holds degrees from Mount 
St. Vincent College, N. Y., and Ford- 
ham University. She joined Colonia] 
in 1939 and became actuarial assistant 
in 1944. 








Blank Farmers Life 
of Iowa Agency Director 


Vernon D. Blank has been appointed 
agency director of Farmers Life of 
Des Moines. The company has set up 
an extended agency training program 
which he will direct. Meetings have al- 
ready been held at Grand Island, Neb., 
and Salina, Kan., and others will be 
held at Chillicothe Mo., April 4-5, Des 
Moines April 7-8 and St. Cloud, Minn., 
April 10-11. 

Mr. Blank, formerly supervisor in 
charge of training for the Des Moines 
agency of Bankers Life, has served on 
the faculty of Grinnell College and has 
a master’s degree from Columbia. Dur- 
ing the war he served as an instructor 
in the CAA 


J. E. Freeland Retires 


J. Eugene Freeland, district manager 
for Prudential at Spokane, is retiring 
after 25 years with the company. No 
successor has been announced. He has 
been in charge of the Spokane office 
since 1931. ; 

Mr. Freeland’s associates honored him 
at a dinner with a gift of fishing tackle 
and equipment. 
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North Appoints 
L.LA.M.A. Heads 
of Committees 


Cecil J. North, vice-president of Met- 
ropolitan and president of Life Insur- 
ance Agency Management Assn. has 
named the following chairmen of L.LA, 
M.A. committee for 1947: 

Annual meeting, Harold M. Stewart, 
executive vice-president _ Prudential; 
agency cost, Raymond W. Simpkin, 
agency comptroller Connecticut Mutual: 
Canadian companies, J. A. McAllister, 
director of agencies Sun Life of Can- 
ada; cooperation with other organiza- 
tions, Dudley Dowell, vice-president 
New York Life; compensation, Clyde F. 
Gay, vice-president John Hancock. 

Education and training, R. B. Cool- 
idge, vice-president Aetna Life; joint 
committee education and training, Vin- 
cent B. Coffin, vice-president Connec. 
ticut Mutual; field personnel, A. L, 
Dern, vice-president and director of 
agencies Lincoln National; finance, Wen- 
dell F. Hanselman, vice-president and 
superintendent of agencies Union Cen- 


tral; membership, Benjamin N. Wood- 
son, executive vice- president Common- 
wealth. 


Nominating, Grant L. Hill, vice-presi- 
dent and director of agencies North- 
western Mutual; companies writing A, 
& H., R. H. Belknap, director of agen- 
cies Occidental of California; companies 
under $150 million ordinary in force, 
Frank L. Barnes, vice-president and 
agency director Ohio State Life. 

Combination companies, Richard B, 
Evans, president Colonial; public in- 
formation, Rolland E. Irish, president 
Union Mutual; quality business, R. J. 
Wood, assistant general manager Im- 
perial Life of Canada; research advisory, 
Roger Hull, vice- -president and manager 
of agencies Mutual Life; relations with 
universities, H. G. Kenagy, vice-presi- 
dent Mutual Benefit Life. 








Missing 





THE NATIONAL UNDERWRITER is print- 
ing this picture of Charles G. Howe, Jr., 
at the request of R. F. Clendenin, gen- 
eral agent for Northwestern Mutual Life 
at Louisville, who is Mr. Howe’s father- 
in-law. 

Mr. 
agent 


Howe, who was an_ industrial 
at Cincinnati for John Hancock, 





CHARLES G. HOWE, JR. 


disappeared the evening of May 16, 1946. 
He was 41 years of age, 5 feet 8% inches 
tall, weighed about 175 pounds, and had 
a scar over the corner of his left eye. 

A reward of $500 is offered for infor- 
mation leading to the establishment of 
the facts of his life or death and _ his 
condition or whereabouts if living. The 
information should be transmitted to 
Pinkerton National Detective Agency, 
Union Central building, Cincinnati. Tel- 
ephone is Main 4643. 





Marc 
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= 2 liquidation; and to provide a basic finan- make withdrawals, but limited to fixed 
Estate Analysis Method Explained cial plan of income guaranteed by con- amounts in any one year, non-cumula- 
tract for widow and children. tive; third, the life income fund, charted 
— : Then the time is ripe to explore the in coordination with social security and 
Raymond B. Anthony, Equitable So- or trust under a will. All phraseology man’s existing life insurance program, showing guaranteed monthly income 
ciety, talked on estate analysis in the is non-legal. Mr. Anthony always ad- with distribution under beneficiary the widow will get for life. 
Saturday sales forum at Chicago, tell- vises not to do a thing for tax-saving clauses, and to suggest any needed re- _ There also is a summary sheet show- 
ing of the method he developed and that would not be sound and desirable yision. The last form now is produced— ing suggestions which have arisen nat- 
Met- | has used for some years. He has an without the tax motive. : covering most situations as to distribu- urally in the course of the analysis. Mr. 
nsur- information- -gathering form with the He presents at this point the natural tion of proceeds, and usually setting up Anthony’s purpose is to cause the pros- 
has | man’s assets in rough divisions and not uses of life insurance for tax and busi- three funds: One to be held at interest pect to carry out these suggestions 
«1A. | detailed. These include: stock in his ness purposes, and an explanation of with unlimited rights of withdrawal for through his lawyer, and to make these 
company, if a close corporation, or es- the two major functions of life insur- payment of taxes and other death ex- suggestions so sound and logical that 
‘Wart, | timated valuation of partnership share ance: To provide cash when most penses; a second an emergency fund the lawyer will readily approve and by 
ntial; | jf he is a partner; other stocks, bonds, needed to pay tax and estate settlement held on deposit with interest payable implication endorse the life insurance 
ipkin, | cash, real estate, life insurance, includ- expense and protect estate from forced monthly and right to benefiiciary to program. 
atual; ing companies ‘and amount. in each; 
lister, | type of will he and his wife have. He 
an- | seeks to pick up the policies for analysis 
iniza~ | and an unsigned copy of will. _ : 
ident Another form is entitled “Valuation 
de F for Estate and Inheritance Taxes.” It, 
too, is an information form, intended to 
Cool- | inform the prospect as to taxes, and 
joint | explains methods of valuing close cor- 
Vin- poration stock, real estate, home or 
nnec- § dwelling, negotiable securities and life 
\. L. J insurance. Next there is an “Inventory 
r of § of Assets” with values set down as 
Wen- } closely as possible on the basis they 
Fp would be taxed in the estate. A fourth 
en- | form is “Tax Calculations,” listing in : ; 
Yood- | proper order the 18 steps in calculating Premiums from policyholders were. $136,981,880 
mon- | estate and inheritance taxes to ascertain Of this there was placed in policy 
: total cash sums required. reserves, to reese for current and 
resi- : 
ont Prespect Sees Point future benefit yeas esata _107,654,969 
ig A, Mr. Anthony said that after use of There remained for operating ex- 29 326 911 
agen- these forms the prospect is pe Piggy sm POMSES. 2... ccc e cece cecccccccce 27,020, 
anies | he must in some way provide for 0 ° : Operating expenses amounted to. 21,235,973 
force, | shrinkage of estate due to taxes and nce again The Mutual Life calls oa sf" f i ik hae 092 
and | other estate settlement expense if he attention te the wales Heat re remained an excess of...... $8,092,938 
wants to pass his estate on intact to 3 : gq : ame yr ter agin 5a 
d B. | heirs. ; which its Statement of Operations a period od yer for expected death 
> in- Another fruitful step embodies use of e benefits and other benefits during 
ident | one of two other forms, one for close is presented. This form of State- 1946 amounted to..........-...- 114,377,254 
Rs orporation stock, the other for a part- # = 
ee sership. There is a section explaining ment has been developed because Actual benefits in 1946 were. .... __92,065,091 
sory, | points about wills and how an estate Th —_ i a. 22. 312.163 
lager | may be taxed twice in event the wife the usual form of statement lends ean Sass = ee ; 
with | dies five years or more after her hus- itself to certain erroncous impres- Net investment income (gross in- 
yresi- | band. A testamentary trust is suggested, : come—less $2,111,153 taxes and ex- 
sions. For example, the usual form penses on realestate, $746,000 federal 
a . z . income taxes and $2,390,192 expenses 
— = | A. S. Burkart Is Retiring permits the incorrect inference that for rex pracy of investment a 
: : tfol GEGEN Ss 3.00 75<< 49,490, 
from South Bend Post benefit payments in a given year initia Satenes 
: : Pp Investment income required to 
— | Ansel S. Burkart has resigned his ex- are made entirely from that year’s maintain policy reserves and pay 
- ecutive position with the Conservative : es . guaranteed interest on funds left 
Life division of Central Life of Illinois premiums and that continued with the Company was........... 49,482,791 
r. 7 ae eee 
» oa at South Bend, Ind. He was vice-presi ‘ 
gen- eat ond general manager of Conserva- payment of pars talento Is necessary There remained an excess of ...... 7,306 
a tive Life when it was reineured by Cen. to enable a life insurance company Other miscellaneous gains wields 
fal Lite, an e has . . ° SUMNNNGT ORG ss cccccectnicvesaes 
trial with the organization, looking after, par- to meet its obligations. Th ‘ ae 
ticularly, agency work. on.9 e gain from insurance opera- x 
-ock, Mr. Burkart for the past several years Mutual Life’s Statement of Op- tioms was therefore.............. 31,804,855 
has been in uncertain health and has erations shows clearly how policy From which there was appropriated 
been in the hospital several times. He f J for further strengthening of pol- 
now expects to take a long rest. reserves are built up from premi- fe i pi taal 5,846,669 
J. True Smith will now handle all pro- ee : aan ames ce 
duction matters for the Conservative ums received In prior years and Alter Rangers nt. the 
Life division, and all.other matters that net gain from insurance operations 
were formerly handled by Mr. Burkhart used to pay current benefits. The WER sc cccckavdvnduasuaiaaiiaass 25,958,186 
alle by Carlton H. Menge, Statement in this form also shows Net gain from sale of investments 
: : : and release of reserves on rea 
Mr. Burkart had been with Conserva- clearly the sources of gain and the salute; satidinnah task alibi cael 
tive Life since 1914. amount. micas t Phe y writedown in assets, 14.878 
* a - fs SOE DI i asa ekardnectceeuaes 9398 
N. W. Mutual Field Leaders We believe this Statement gives ; 
° . , Therefore, net increase in surplus, 
Meet in Milwaukee a clearer picture of the way in before dividends, was........... 40,833,584 
MILWAUKEE—John R. Mage, Los 3s ° ° Th , & auido fer dividends 
Angeles, chairman of the standing com- which a life insurance ee to a «wg Rt sane 15,820,431 
mittee of the Northwestern Mutual actually operates. sor ip ; : — 
Assn. of Agents, has announced a meet- Resulting in a net increase in sur- 
ing of the officers and committee mem- plete wi F966 OB. ioc ck et cccces 25,013,153 
bers at the home office in Milwaukee 
April 2-3, to consider plans for the as- The surplus as of January 1, 1946 
high ove : Woe sowie reece Chaat 94,355,710 
sociation’s annual meeting here July 21- a 
23. As the first postwar meeting in 1946 The December 31, 1946 surplus was $119,368,863 
was dedicated as the “Victory” meet- ie easier 
ing, so the 1947 meeting will commem- — —~ 
048 orate the company’s 90th anniversary. ee 6 4 > 
940. Officers of the agents group are Guy ws and Conary Soraice 
ches Morrison, Indianapolis, president; 43 
had | Marue Carroll, Oshkosh, Wis., vice- 
president, and Herbert Schwahn, Mil- 
op waukee, secretary-treasurer. Committee 
: members in addition to Mr. Mage are 
on a Robert Guy, New York; Richard M. INSURANCE COMPANY of. NEW YORK he 
efter, Chicago; Willard Momsen, Bos- 
to and George Venable, Columbus, “Jasl tn fmarica” “ 24 NaS Non a 5, 
ncy, , L. J, Evans, assistant director of 
Tel- ton’ is liaison representative of the 
home office. 
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Dewey Signs 
N. Y. Bills 


ALBAN Y—Gow: Dewey has signed 
the bill authorizing a minor age 18 te 
receive and give discharge for a single 
payment life insurance benefit of not 
more than $2,000. He also signed a bill 
including annuity business along with 
life insurance in the limitation of the 
amount of new business that may be 
_written and giving the insurance super- 
intendent the right to suspend the limit 
on the amount of new business. 

Another bill approved by the governor 
gives the superintendent power to with- 
draw approval or to disapprove A. & H. 
policies if the benefits provided are un- 
reasonable in relation to the premium 
charged or if they contain provisions 
which encourage misrepresentation or 
are deceptive. This is the measure 
worked out in cooperation with the A. 


& H. business to provide the regulation 
necessary under public law 15 without 
the much more detailed type of regula- 
tion that is called for under the all-in- 
dustry model casualty rating bill. The 
measure seeks to regulate the A. & H. 
business on the basis of fair trade prac- 
tices: rather tham 2 rigid rating 

The department armors has the power 
to disapprove or withdraw approval al- 
ready given from policies which are un- 
just, inequitable, or contrary to the pub- 
lic interest or the public policy of the 
state. 

The senate passed and sent to the as- 
sembly the department fair trade prac- 
tices bill. This bill was discussed at a 
hearing March 5 which was reported in 
last week’s issue of THE NATIONAL 
UNDERWRITER. 





Wm. H. Moore, Pacific Mutual gener- 
al agent, who is president of the Kansas 
Assn. of Life Underwriters, has returned 
to his Wichita office following a 10-day 
attack of the “flu.” 





CONNECTICUT GENERAL 


Life Insurance Company 
Hartford, Connecticut 


ROBERT W. HUNTINGTON 
Chairman of the Board 


EIGHTY-SECOND ANNUAL REPORT 


DECEMBER 31, 1946 


ASSETS 


Bonds 
Stocks 
Mortgage Loans 


Real Estate (Home Office $2,301,536) 


Loans on Company’s Policies 
Cash 
Interest and Rents Due and Accrued 


All Other Assets 


Admitted Assets 


LIABILITIES 


Policy Reserves 


Reserve for Future Payments on Claims 


Policyholders’ Deposits 


Dividends Payable to Policyholders in 1947 


Special Reserve 
Taxes Payable in 1947 
All Other Liabilities 


Total 
Contingency Funds 
Capital Stock 
Surplus 


Total 





FRAZAR B. WILDE 
President 


$ 336,972,930 
12,105,437 
166,053,943 
6,049,728 
13,625,640 
8,230,484 
3,845,838 
10,122,898 





$ 557,006,898 


$ 436,790,291 
16,220,133 
45,693,242 

2,057,562 
10,000,000 
1,930,983 
2,123,983 





$ 514,816,194 


16,504,000 
3,000,000 
22,686,704 





$ 557,006,898 





Increase in Insurance in Force 


Insurance in Force, December 31, 1946 


Paid to Policyholders and 
Beneficiaries, 1946 


Paid to Policyholders and Beneficiaries 


since Organization 


LIFE, ACCIDENT, HEALTH AND GROUP INSURANCE AND ANNUITIES 


$ 318,258,104 
2,102,819,840 


35,804,311 


545,497,826 





C.L.U. National 
Group Meets 


About 75 attended the luncheon of the 
American Society C.L during the 
midyear convention of N.A.L.U. at Mil- 
waukee. Laflin Jones, Northwestern 
Mutual home office, as arrangements 
chairman and vice-president of the Mil- 
waukee chapter, opened the proceedings. 

Roland Hinkle, Equitable Society, Chi- 
cago, national president, introduced the 
editor of the new C.L.U. magazine, 
Craig Wood of Philadelphia. Mr. Jones 
reported as chairman of the sales com- 
mittee for this publication. 

W. S. Leighton, New York Life, Min- 
neapolis, reported as chairman of the by- 
laws committee that the incorporation of 
American Society had been completed at 
Philadelphia. He recommended that 
— local chapter adopt the standard by- 
aws. 

Corydon Litchard, Massachusetts 
Mutual, Springfield, Mass., the treasurer, 
reported that the membership is higher 
and the association is well heeled finan- 
cially. 

Julian Myrick, 2d vice-president of 
Mutual Life, recalled that next month 
the C.L.U. will be marking its 20th an- 
niversary and he traced something of 
the record of those two decades. 

Howard Cammack, John Hancock 
Mutal, Charleston, W. Va., reported on 
the C.L.U. institute seminar that was 
held at Storrs, Conn., last year. He an- 
nounced that another such institute will 
be held at the same place on estate plan- 
ning, the week of June 16. 





American General Holds 
Conference at Galveston 


Agents of American General Life of 
Houston met at Galveston for a one-day 
sales conference. Attending from the 
home office were President Burke Baker, 
Davis Faulkner, vice-president and 
agency director; Dr. M. L. Graves, med- 
ical director, and Gus Wortham, presi- 
dent of American General Ins. Co. 

Mr. Faulkner was in charge of the 
meeting. President Baker spoke on 
“Building a Sound Insurance Company,” 
stressing the importance of having off- 
cials with the right viewpoint, care in in- 
vestment of funds, proper underwriting 
methods, and an agency force which 
recognizes its obligations to purchasers 
of life insurance and to the company, 

Mr. Wortham reviewed the progress 
of the company the past year and con- 
gratulated the agents on their contribu- 
tions to it. 

Mr. Faulkner spoke on “Peace of 
Mind,” urging recognition that life in- 
surance is the answer to the search of 
the average man for financial security 
and also the peace of mind that comes 
to the life insurance man who has a 
consciousness of work well done. 





Penn Mutual Leaders 


Penn Mutual had 11 million dollar 
producers by life insurance volume last 
year but counting by total volume, 
which includes annuities and term in- 
surance, there were two more men on 
the list—Walter N. Hiller, of Chicago, 
who by the more inclusive count was 
the fifth highest man with a total of 
more than $1,300,000, and Karl Bach of 
San Francisco, ninth man by total vol- 
ume. 

Penn Mutual’s leader 
Walker Laramore of Miami; 
was Herbert W. Bailey, Jr., Pittsburgh; 
third, Erle I. Shobert, Pittsburgh; 
fourth, Lloyd A. Groth, Philadelphia, 
and fifth, Charles K. Johnson, Louis- 
ville. 


in lives was 
No. 2 man 





Hold New Mexico Congress 


The New Mexico Assn. of Life Un- 
derwriters is holding a sales congress 
March 21 at Albuquerque, climaxing 
a year of expansion during which the 
membership has increased from 53 to 
151, with three local associations soon 
to be chartered at Roswell, Clovis and 
Santa Fe. Elwood Romney, Business 


Men’s Assurance, Albuquerque, pet 
bership chairman; Secretary Rober 
Conway and President O. K. Johnson, 

M. A. manager, have headed the 
hain drive. 

Speakers will include Commissiong 
Apadaca, Robert Elder, vice-president 
and trust officer Albuquerque National 
Bank; Carl F. Krumm, insurance off. 
cer of veterans administration there, and 
a talk on taxation. Dr. Everett King 
pastor of the First Presbyterian Chureh 
will be banquet speaker. 

Following the afternoon session gen. 
eral agents and managers will meet to 
consider the organization of a state as. 
sociation. Bert Hedges, Kansas 
manager of B. M. A., Wichita, will 
address that gathering. 





Adams Speaks in Canada 


Addressing the Ontario Sales Con. 
gress, James R. Adams, assistant a 
or in charge of schools of L.I A.M.A, 
told 1,700 agents that motivation is the 
process of making men want to do now 
something which they are already con. 
vinced they should do, but wish to put 
off. He outlined several ways in which 
the agent can make use of the power of 
motivation in selling the interview, de- 
scribing the benefits and closing the sale 
by stressing the importance of immedi- 
ate action. 





Expands Detroit Setup 


A new district office to be known as 
No. 7 has been opened at Detroit by 
Prudential under Daniel Brewis. For 21 
years he has been an assistant district 
manager in Detroit No. 3. The organ- 
ization will consist of six assistant man- 
agers, 42 agents and seven clerks. 


B.M.A. New Mexico Meeting 


The O. K. Johnson agency of Business 
Men’s Assurance is holding a sales meet- 
ing March 22 following the sales con- 
gress of the New Mexico Assn. of Life 
Underwriters at Aubuquerque. Bert A, 
Hedges, Kansas manager, Wichita, will 
speak, 


Burton Wichita Speaker 


The Wichita General Agents & Man- 
agers Assn. met March 17. L. R, Bur- 
ton, American National, gave his prize 
winning sales presentation recently 
adopted by his company as a model. 
Progress of life insurance legislation in 
the Kansas legislature was reported by 
Bert A. Hedges, B.M.A. manager. 











Hedges on Western Tour 


On a month’s trip through the west 
in his capacity as national president of 
ithe American War Dads, Bert A. 
Hedges, Kansas manager of Business 
Men’s Assurance, Wichita, will also ad- 
dress a number of life groups including 
life managers at Los Angeles March 24, 
Fresno March 28-29, Oakland March 31, 
San Francisco April 2, Sacramento April 
3, Seattle April 6, Portland accident and 
health managers April 8 at noon and 
life managers that evening, Salt Lake 
City managers April 12, and Denver 
Life Underwriters Assn. April 14. 


Stone Addresses Institute 


LINCOLN, NEB.—Bernard R. Stone, 
director of insurance, spoke before the 
Insurance Institute here on investment 
problems of life companies. He said 
the fact that the average American fam- 
ily now carries $4,500 of life insurance 
shows the faith people have in the insur- 
ance business. 


Estes, Jr., L. & C. Director 


P. M. Estes, Jr., assistant general 
counsel, has been elected to succeed his 
father, ‘recently killed in an automobile 
accident, as a director of Life & Cas- 
ualty. After graduating from the Uni- 
versity of Virginia and Vanderbilt 
school, Mr. Estes became assistant gel- 
eral counsel in 1936, but entered the 
army air forces in 1942, being discharged 
as a major in 1946. 
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Union Asks $50 
Guarantee; $10 a 


Week Increase 


United Office & Professional Work- 
ers of America, CIO, has called upon 
the industrial insurance companies for 
which it is bargaining representative to 
provide a $50 guaranteed weekly mini- 
mum salary and a $10 across-the-board 
increase. UOPWA claims to represent 
40,000 such agents. 

Vice-president Leon W. Berney, in 
identical letters to the insurers, states 
that “the sharp rise in the cost of living, 
amounting to some 70% in the last five 
years, and about 25% in the last year 
alone, has not been met by comparable 
adjustments in the agents compensa- 
tion.” Also he contends the agent has 
“the additional burden of increased ex- 
penses in doing his job,’ which “sub- 
tract about 20% from his gross earn- 
ings.” 

Dentistry Is Postponed 


“Agents have been compelled to meet 
the decline in their real earnings by us- 
ing up savings, by borrowing, by post- 
ponement of vital needs like medical 
and dental care, repairs and replace- 
ments in the home, etc. No agent can 
be satisfied to see his children deprived 
of necessities to which they are en- 
titled,’ the Berney letter states. 

“Moreover, agents over the years 
have never really received a full return 
in cOmpensation for the contribution 
they make. The tremendous growth in 
wealth, size and influence of the com- 
pany, the new all-time highs achieved 
in production and conservation, have not 
been shared by the men and women who 
have done the work to make this possi- 
ble—the agents. 


Cites Reason for Increase 


“Tt is clear that the rise in prices, 
diminishing purchasing power of the 
people, enormously high profit levels, 
and the intensification of labor. produc- 
tivity are combining to precipitate a new 
depression. Every agent already finds 
lapses and surrenders increasing, grow- 
ing difficulty in writing new business. 

“In all good sense, we must insist 
upon minimum measures of protection 
to shield the agent from the burden of 
diminution in new _ business, lapses, 
shrinkage in debits, intensified difficulty 
in collection drives, finals, and all the 
other hardships that have most unfairly 
been thrust upon him in past depres- 
sions.” 


MONUMENTAL AGENTS 
CALL TRI-STATE STRIKE 


Agents of Monufental Life in Ohio, 
Michigan and Missouri staged a walk- 
out Monday and pickets are carrying 
placards in front of offices in several of 
the cities. Prominently featured were 
the $50 and $10 demands, that is $50 
minimum guaranteed weekly wage and a 
general increase of $10 a week. Also the 
union is demanding closed shop, senior- 
ity, more liberal retirement plan, dis- 
ability compensation, car allowance. 

The strike was called when efforts to 
reach a wage agreement failed in negoti- 
ations at Baltimore. 

The offices are remaining open to re- 
ceive premiums and give other service 
to policyholders. 

L. P. Rock, president of Monumental 
Life, was quoted as stating that less than 
50% of the Ohio and Missouri agents 
are striking. He said that Monumental 
has rejected the demand for closed shop 
and for minimum guaranteed weekly 
Premiums collection commission of $50 
and an increase of $10 a week. 

Strike headquarters are at Cleveland. 
It was said that that a walkout in 11 
Ohio cities was 100% effective. 
Members of United Office & Profes- 
sional Workers Union were picketing 
the six branch offices of Monumental 
Life at Chicago. There were about 50 
Pickets at the office at 2320 West Law- 





rence avenue, and R. E. Parris, manager 
there, said that a police labor squad 
broke up the demonstration. Mr. Par- 
rish said none of the company’s agents 
were in the picket line. 

The U. S. conciliation service asked 
union officials at Cleveland if the union 
would object to having it approach 
Monumental on the subject of a settle- 
ment. The union did not object. 

The company has as yet made no 
move toward negotiating with the union. 
Detroit newspaper reports say that 
agents are already averaging over $70 a 
week. 


Homer B. Hansel 
Elected Agency V.-P. 
of Kentucky Home 


Kentucky Home Mutual Life has 
elected Homer B. Hansel as vice-presi- 
dent in charge of agencies. He had pre- 
viously been director of agencies. 

Mr. Hansel is a native Kentuckian and 
was educated at Berea College. He later 
attended Evansville College, took a com- 


plete course in life insurance, and quali- 
fied for the C.L.U. designation. 

Mr. Hansel has been in life insurance 
sales 15 years, serving first with Mutual 
Life, and in recent years with John Han- 
cock. He has served as agent, super- 
visor, and manager. He has been a suc- 
cessful personal producer, and is well 
posted on principles of life insurance as 
applied to business and group insur- 
ance, pension trusts, taxation, and estate 
conservation. 

For the past five years, his time has 
been devoted exclusively to training and 
supervision. 















. 


Prop. & part. solv 


farm help problem... 


Farm labor has always been a subsistence job. 
His keep and low wages gave the hired man no 
incentive for interest and efficiency. Fat 
factory paychecks of the war years lured away 
farm labor—down 18% from 1938 to 1946. 


And today’s mechanized farming requires a 


better calibre of farm worker. 


Three farmers in Steuben County, Indiana 
found making a partner of the hired man is a 
profitable solution of their labor problem. 

Floyd Carpenter, dairyman with 240 acres, 
who put young Vernon Berry on a partnership 
basis three years ago .. . has had 200% 
increase in milk production, and his herd has 
been upgraded during the period. Carpenter 
provided land and equipment; both share 
operating expenses, keep accurate accounts. 


ee GOTT SR 


~r 


Se enc ncenee a 


. 


Berry, has steadily upped his earnings, 


furnished a house, bought a car, is acquiring 
an interest in the farm machinery that will 
enable him to work his own land some day. 

The two other partnerships are different, 
for smaller farms, one with an absentee owner; 
but have been mutually profitable. 

“Take Your Hired Man Into Partnership” 
in March SuccessFuL FARMING is effective 
evidence on the progress—and policy potential 
—of the nation’s No. 1 industry . . . and well 
worth the reading of any insurance man. 





Your Farm’ .. 















Farm-acy ...at drug store prices, acre of average good 
hog pasture has $800 of vitamin A and B complex 

...So pasture fed hogs are healthier, heftier, than dry-lot 
fed animals. “There’s Profit in Hog Pastures,” page 33. 


Hot cows aren’t necessarily so hot as milk producers. 

Unbalanced rations, poor late-cut hay turns to excessive 
body heat instead of milk, boosts feed bills, shrinks output 
.-. “Hay Burners in the Dairy Barn,” page 144. 


Death on dandelions... War developed, top secret killer, 
checks noxious perennial bindweed, Canada thistle, 
whitetop, but not useful grasses . . . is cheap, clean, 
non-poisonous. “Where Does 2, 4-D Pay,” page 38. 


Also...‘‘Are We Whipping Swine Abortion?”. . “Your Barn Can Fit 


. “Successful Homemaking” . . . dozens of other articles and 
features provide mental nourishment for an audience of mentally alert 
business men . . . selected from among the nation’s most prosperous farmers 
. 1,200,000 subscribers in the 15 agricultural heart states . . . with largest 
cash incomes, highest yields, greatest property investment . . . best policy 
prospects in the United States today. . . For more facts call any office. 
. Successrut Farminc, Des Moines, New York, Chicago, Detroit, Cleveland, 
= Atlanta, San Francisco, Los Angeles. 
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Life Insurance Results in 
1946 in Four States Reported 








ILLINOIS 


All figu’ 


res are for ordinary unless desig- 


pated (G) for group or (I) for industrial, 


New Business 


Acacia Mut, 
Aetna Life 


Alliance Life 


American Mut., Ia... 


American 
American 


United 
Ta. 


American 
Bankers Life, 

(G) 
Bankers Life, Nebr.. 
Bankers L. & Cas... 


Beneficial Stand. L.. 
Berkshire Life ..... 
B. A Bmpil...... 

(G) 


Business Men’s A.... 
Canada Life ........ 
Central Life Assur... 
Central Life, IIl..... 


College Life 
Columbian Nat’l 


Columbus Mut. 
Commonw’h L. & A.. 
) 


Conn. Genl. 


Conn. Mutual 
Conservative Life ... 
Continental Assur.... 


Country Life ...... 


Credit Life 
Equitable Society 
( 


Equitable, Ia. 
Expressmen’s a 
Farmers Life, Ia..... 
Federal Life, Ill. “ 


(1) 
(G) 
Federal Life & Cas.. 
(I) 
Fidelity Mutual 
Franklin Life 
General American 
( 


Girard Life 
Globe Life, Ill. 


(1) 
Golden State Mut.... 
(I) 
Great Lakes ........ 
(G) 
Great Northern .... 
Great-West Life .... 
(G) 
Guarantee Mut. .... 
Guardian Life ...... 
SN GARD ccsecseas 
Ill. Bankers Life... 
(I) 
Indianapolis Life ... 
Jackson Mutual me 
(1) 
Jefferson Nat’l ..... 
Jefferson Standard... 
John Hancock Mut.. 
(1) 
, (G) 
mansae City ....... 
PT ee 
Life of Virginia.... 
(I) 
Lincoln Nat’l ....... 


Loyal Protective 
Lutheran Mut. ...... 
Manhattan Life 

Manufacturers Life. . 
Massachusetts Mut... 


(G) 
OCOD.” Ele °c. occ 
(1) 
(G) 
Metro. Mut. Assur... 
(TI) 
Midland Mut. ...... 
Minnesota Mut. wate 
(G) 
See rere 
(I) 
(G) 


Monarch Life ...... 
Monumental Life 


(1) 
Mutual Benefit ..... 
Mutual Life ........ 
Mutual Trust Life.. 
National L. & Acc... 
(1) 
(G) 
peath,. Eife) Vas..is. 
Natl. Life; Vt...: suis 


New England “Mut... 
New York Life ..... 
North Amer. Acc. 


North Am. Life, Iil. 


(G) 
N. Amer. Reassur... 
Northern Life ...... 
Northwest.. Mutual.. 
Northwestern Nat'l. . 





XUM 


$ 
8,180,336 
17,715,723 
200,554,973 
5,055,943 
316,750 
23,000 
997,500 
62,666 


3,785,661 
9,327,653 
4,030,309 
3,564,089 
1,433,170 
173,884 
1,455,806 
148,098 
2,289,000 
1,844,413 
126,941 
1,479,900 
1,879,392 
2,689,439 
857,925 
108,000 
1,512,404 
23,500 
483,052 
171,000 
11,767,747 
9,015,476 
25,891,308 
16,056,280 
839,581 
13,384,260 
44,811,593 
42,618,246 
881,500 
608,658 
56,771,281 
148,603,219 
11,422,121 
380,565 
480,024 
5,844,330 


4,615,508 
13,665,441 
2,665,900 
12,941,428 
162,719 


12,010,889 
5,950,558 
2,129,772 
4,053,774 
5,834,355 
2,127,436 

585,500 


754,278 
62,092,394 


34,436,060 
11,158,250 
150,281 
2,311,463 
1,506,379 
2,830,818 
18,179,211 
380,000 
167,710,995 
50,696,010 
264,411,050 
26,000 
3,265,575 
1,213,240 
4,485,225 
466,568 
1,542,218 
6,209,033 
99,000 
1,217,088 
7,591,510 
3,045,170 
15,150,915 
16,857,998 
5,716,442 
5,622,763 


6,360,462 
26,976,920 
60,850,632 

627,737 

4,033,578 


1,402,800 
2,005 
44,791,575 
8,019,506 


1, 


In Force 


$ 
48,709,370 
134,925,143 
425,134,122 
38,742,752 
627,250 
49,500 
4,898,000 
149,445 
45,500 
29,366,445 
14,973,374 


18,835,420 
95,664,624 
21,799,881 
10,746,260 
16,339,644 
158,884 
18,141,802 
140,098 
1,789,000 
10,242,114 
13,584,958 
1,843,000 
17,514,434 
26,190,276 
603,540 
108,000 
14,799,591 
104,000 
10,603,187 
99,000 
6,979,328 
67,122,568 
51,130,580 
114,034,029 
4,627,696 
73,203,387 
97,218,767 
284,580,200 
1,697,000 
308,311 
513,482,933 
334,271,793 
94,361,350 
3,969,036 
897,562 
41,386,657 


1,509,467 
316,373,315 
129,980,075 
109,527,396 

20,282,053 
3,205,974 
3,040,487 

56,673 
163,273,427 
11,182,000 
398,138 

15,355,222 
5,744,092 

17,442,190 

202,696,715 
393,500 
432,810,088 
794,518,426 
544,258,764 
26,000 

29,358,445 
7,726,620 

21,768,971 
1,042,740 


26,913,153 
33,998,179 
197,939,703 
331,997,161 
50,089,110 
25,524,164 
56,887,976 
715,400 
6,585,106 
47,553,628 
201,172,290 
773,215,090 
1,137,383 
21,790,817 
340,550 
7,809,600 
324,793 
498,710,023 
51,209,525 





New Business’ In Force 

$ 
(G) 311,500 5,562,238 
®ccidental, Cal. .... 6,932,459 29,936,262 
(G) 552,500 24,339,195 
Cibo MAP. césktevce 3,516,172 15,319,378 
Ohio State ..cacecee $40,195 5,981,008 
Old Line Life ....... 679,881 7,328,523 
Old Rep. Credit..... 4,688,919 4,881,316 
(G) 19,237 78,161 
Pacific Mutual ..... 6,231,904 43,651,747 
(G) 106,000 315,500 
Pan-American ...... 387,369 5,042,977 
(G) 71,000 212,000 
Paul Revere ........ 2,610,916 10,169,197 
Penn Mutual ....... 19,697,735 207,878,143 
Peoples Life ...cesc- 682,778 5,558,092 
(G) 15,300 148,600 
Philadelphia Life ... 210,800 2,953,968 
Phoenix Mutual 5,388,632 58,580,654 
Postal Life & Cas... 50,047 47,047 
Prov. L. & A., Tenn. 460,592 1,393,755 
(G) 531,500 3,800,500 
Prov. Mut. Life, Pa.. 7,922,053 60,229,602 
a ee 169,014,248 1,188,995,933 
(1) 50,065,382 687,978,434 
(G) 64,459,853 157,789,886 
Reliance Life ....... 2,207,568 23,331,705 
Reliance Mut., Ill. . 865,838 4,240,595 
(1) 59,270 173,950 
(G) 11,000 166,000 
Rockford Life ...... 7,235,545 26,000,005 
cone ne 4,162,452 
Security Mutual 635,396 4,292,405 
Standard Life ...... 371,573 941,128 
Btake EAD. ssccccese 228,166 7,160,657 
State Farm Life 6,283,394 24,087,371 
26,627 837,486 
State Mutual ...... 11,141,526 63,434,958 
(G) 330,000 228,500 
Sterling Ins. ....... 1,865,128 6,247,836 
(G) 163,500 386,500 
Sun Life, Can....... 9,624,822 77,980,578 
(G) 16,106,558 37,636,875 
Sun Life, Md. ...... 2,368,732 5,045,404 
(I) 4,878,137 14,540,737 
Supreme Lib. Life.. 3,144,918 7,051,667 
11,809,111 23,880,732 
103,618 420,412 
bo, eer 23,543,654 254,467,994 
169,818,496 376,526,837 
Union Central 9,198,250 79,507,506 
Union Labor 196,952 939,841 
2,351,500 6,438,000 
Union Mutual 858,133 3,494,511 
United Benefit ... 9,686,821  28,372,02 
Waren TR csvcscee 475,500 1,117,311 
6,871,357 13,408,710 
Oi BR ci ciseces 272,642 1,978,494 
(G) 1,220,500 1,360,000 
Victory Mutual .... 441,104 1,634,188 
Washington Natl. .. 3,152,703 22,465,103 
(G) 6,325,167 12,699,619 
(1) 7,632,978 17,549,757 
Western & Southern. 23,223,146 103,454,070 
(1) 15,145,740 115,497,536 
(G) 296,500 1,256,550 
Wisconsin Nat’l 1,446,316 7,103,466 
Woodman Cent. As.. 32,821 25,277 
Woodmen Central L. 541,500 721,936 
World Ins. Co, ..... 1,671,800 3,054,797 
(G) 1,000 26,000 
Total New Ordinary ..... ccs $1,139,849,469 





Total New Group ......... - 1,062,728,980 
Total New Industrial 213,542,664 
Total All Lines ....ccccccsesesce 2,416,121,113 
Total Ordinary in Force......... 13,220,758,284 
Total Group in Force ... -----. & 945,994,752 
Total Industrial in Force....... 2,292,257,915 
TORRE TR FOCGe sccvccicsectvencec 1,982,505,617 





MINNESOTA 





Am. Mutual, Ia. .... 
Atlantic Life ...... 
American Reserve .. 
Acacia Mutual 
Aetna Life 


BE «in cccécsiags 
American United ... 
American National.. 


(I) 
Pog ne eee 
Banwers, 16). 2.005. 
(G) 
Business Men’s ..... 
(G) 
a Me Se eee 
Bankers Secur...(G) 
Equitable, Ia. ...... 
Conn. Mutual ...... 
Central Life, Ia. ... 
Central Life, Ill..... 
(I) 
Conn. General ..... 
(G) 
Credit Life ..«:. (G) 
Canada Life ....... 
Cuna Mutual ...... 
(G) 
Continental, Ill. .... 
(G) 


CYOWR: scecccccsauiec 
Expressmen's Mut... 
Equitable Society 


Franklin 
Farmers & Bankers. 
Fidelity Mut. 
Farmers, Ia. 
Federal Life & Cas.. 
Home 
Great West 


Great Northern 
Guardian 
Gurantee Mutual 
Indianapolis 


1,267,141 9,928,850 
213,923 1,492,815 
553,055 3,342,828 

2,430,461 8,405,257 

7,095,117 56,973,773 

61,856,014 102,465,040 
262,986 1,201,513 
442,926 *3,230,956 

2,578,849 6,414,156 

2,045,242 7,604,047 
634,268 4,581,156 

6,296,140 37,901,451 

95,312 2,132,392 
724,813 2,290,772 
30,000 155,000 
40,224 40,224 
37,379 22,429 

2,886,500 23,415,984 

1,677,286 19,744,688 
645,296 11,109,186 
284,500 4,134,880 

12,045 10,585 

3,509,868 20,242,423 

1,713,660 2,868,596 
127,677 63,552 

1,485,315 15,721,640 

9,250 176,123 

2,457,845 5,808,586 

2,404,938 6,139,988 
638,790 1,066,352 
201,682 326,818 

53,120 1,052,194 
21,037,470 179,064,652 
36,450,032 92,320,831 

450,501 2,019,323 
487,175 1,458,185 

2,413,977 8,028,806 
591,119 1,440,881 

22,100 756,000 

1,485,653 14,139,214 

4,394,228 31,590,987 

1,932,710 3,122,008 
823,010 3,529,582 

3,480,239 25,319,191 

3,205,628 12,448,915 

2,547,854 5,473,753 





LIFE [INSURANCE 


is Nf NG. 


said BLACKSTONE, World’s Master Magician, to his Union 
Central audience. 

“T feel like a magician speaking to other magicians. 
For your business, too, is magic . . . a financial magic 
which transforms hopes into happiness; anxiety into 
assurance. 

“I’m convinced that the magic of life insurance 
should be performed with all the people of all the 
countries of all the world as a participating audience.” 


i Ree aT 


The 80 year record of The Union Central is a tan- 
gible demonstration of the Magic of Life Insurance. 
American families who now own over a billion and a 
quarter dollars of life insurance protection and security 
with the Company . . . and those who have received 
over a billion dollars in payments, know better than 
anyone else, that Union Central Life Insurance 1s Magic! 

















tHe Union Central \Wre wsurance 00. 


CINCINNATI, OHIO 
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John Hancock Mu.. 

(G) 

(I) 

Kansas City ........ 

Lincoln National ... 

(G) 

Loyal Protective ... 

Lincoln Liberty .... 

Lutheran Mutual .. 
Mutual Service .... 
G 


Mase. “Mutual 
Mutual Life 
Metropolitan 





(I) 

N. W. National..... 
No, Am. Life & Cas. 
(G) 


New Eng. Mutual... 





Northern, Wash, ... 
No. Am. Accident... 
National Life, Ia.... 
New York Life ..... 
National Fidelity ... 

(G) 
New World ........ 
National Guardian . 
Occidental, Cal. 


GER READ iss cecccees 
Old Rep. Credit ... 
Chio National ...... 


New Business 


$ 
10,351,675 
8,775,102 
2,385,910 


4, 112, 835 
14,039,374 


18,432,790 
26,619,300 

6,746,144 
17,051,431 
21,580,081 


4,884,098 
1,119,712 


In Force 


64,696,764 
15,088,911 
19,652,733 
14,783,583 


997, Policyholders 


59,760,510 
40,614,552 
7,727,131 
262,242 


51,321,135 
86,473,029 
144,885,576 
55,448,100 
93,260,387 
126,305,586 
63,528,007 
23,458,934 
1,913,656 
42,446,350 
15,759,669 
200,894,146 
1,373,896 
39,881 
214,083 
192,130,040 


11,105,749 
18,371,016 
2,989,109 
4,576,190 
6,611,192 


Ohio State ........ 
Penn Mutual ... 
PROGMIE. ocerecccoes 
Philadelphia .... 
Pan-American 


eeeeee 


Provident, Tenn. . 


Provident Mutual .. 
Provident, S. Dak... 


Prudential .wcccces. 
(G) 
(1) 
Paul Revere ....... 
Rockford ....... eee 
Reliance, Ill. os 
Reliance, Pa. ...... 
State Farm ..... 





Security Mutuai 
State Mutual ...... 
Security Mutual ... 
Sun, Canada ....... 

(G) 
Security National .. 
Union Central ..... 
United Benefit ..... 
Union National ..... 
Union Mutual ...... 
Woodmen Cent. Life 
Woodmen Cen. Assu. 
Wisconsin National. 
Western States 
Wisconsin Life . 
Washington National 

(G) 

(I) 





New Business 


$ 
286,157 
3,493,605 
2,250,401 
239,675 


40,314,332 
10,274,203 
10,763,771 


'366, 701 


eeeeee 


Total New Ordinary ........s 


Total New Group 


ee eeweeeeese 


Total New Industrial ....... e 


Total All Lines 


sees ereecee 


In Force 


$ 
1,656,308 
35,006,618 
21,759,361 


28,634,171 
7,550,134 
275,005,435 
27,208,594 
133,913,079 
2,673,781 
335,627 
151,754 
13,368,732 
28,426,898 
3,969,147 
28,978,214 
8,229,113 
24,867,139 


312,979,823 
182,317,856 


21,953,112 


617,250,791 


Total Ordinary in Force......*2,287,542,768 
Total Group in Force........++ 


443,059,970 





IT HOT. 


“SoME LIKE 


4a 
e°e 


Famuy income, like pease porridge, should be served 


to the buyer's taste. 


Hence these flexible features of Occidental’s Family In- 


come plans: 


Added to any basic policy— Retirement Income to 5- 


Year Renewable and Convertible Term. 


$15 per month or $10 per month per $1,000. 


10, 15 and 20-year periods, or to age 60 or 65. 


Added to old issues. Added to part of a policy. 


Like it hot or like it cold, we have Family Income the 


way he wants it. 


OCCIDENTAL LIFE Insurance Company 


*& V. H. JENKINS, Senior Vice-President 


Occidenta 


We pay 


“We poy lifetime renewals—they last as long as you do” 


v.H 


lifetime 


\ ite |Insur 


alifor nid 


adi 
j 


JENKINS 


renew als 


VICE 


they 


ance Company 


PRESIDENT 


gq 
last as lon 


g as you do 

















New Business In Force 
$ 

Total Industrial in Force...... 254,443,951 

SOCAL AR -DOLOD 600 scr sc cece «++ *2,985,046,689 
*Includes $775,305 Fraternal. 

Acacia Mutual ...... 7,100,305 37,784,785 

te ot a a 7,489,146 73,487,777 

(G) 69,167,160 115,109,734 

Baltimore Life ...... 1,204,851 4,880,021 

(I) 1,012,171 7,426,958 

Bankers Life ........ 898,068 5,499,169 

(G) 1,284,007 3,898,260 

Berkshire Life ...... 2,363,328 13,746,906 

Bankers National] 4,210,616 22,816,136 

(G) 189,500 533,000 

Canada Assurance ... 285,018 2,082,847 

Colonial Life ........ 9,418,484 31,274,804 

(G) 1,337,685 3,945,039 

(I) 2,741,411, 35,150,981 

Columbian National.. 4,111, 025" 22,811,841 

(G) 725,591 589,792 

Cl); .  eaern 415 

Conn, General ....... 11,238,387 65,500,018 

(G) 10,350,147 17,884,471 

Conn, Mutual ....... 7,824,290 67,266,026 

Cont. American ..... 1,660,799 15,035,244 

Cont. Assurance ..... 4,636,975 17,398,545 

(G) 3,982,316 6,914,827 

Credit Eife 25 s60scss 46,130 23,065 

CPOWRCEALO 5 sins ie civ 1,294,875 1,186,140 

Eastern Life ..... ae 294,500 915,994 

Equitable Society . 22,340,950 216,852,257 

95,656,048 212,489,420 

Equitable, Ia, ....... 2,136,394 13,052,234 

Expressmen’s Mutual. 140,569 998,591 

Farmers & Traders.. 389,205 4,492,886 

Fed’l Life & Cas..... 28,200 276,600 

Federal Life ........ 288,754 836,803 

Fidelity Mutual ..... 2,980,849 19,541,299 

Girard Wife ......<.. 1,657,264 12,486,077 

Guardian Life ....... 3,204,526 28,367,741 

CE) -2" <oreaens 1,255 

ie A 6,592,897 32,478,563 

John Hancock ...... 48,490,421 255,720,020 

(G) 30,934,229 53,941,639 

(I) 13,818,910 139,802,331 

Lincoln National .... 13,292,337 56,502,060 

G) 3,785,000 4,388,000 

Loyal Protective .... 391,026 625,336 

Manhattan Life ..... 4,291,118 17,625,588 

Manufacturers Life .. 2,798,230 11,843,772 

(G) | Sie es 

Mass. Mutual ....... 10,976,732 103,416,310 

(G) 3,295,880 3,356,741 

Metropolitan Life ... 147,399,935 1,184,973,191 

(G) 166,648,100 319,849,499 

(I) 45,772,475 665,440,552 

Midland Mutual ..... 491,031 3,516,580 

Monarch Life ....... 664,864 3,285,668 

Mutual Benefit ...... 9,573,461 177,637,725 

MEUCURL TALE 6565000 5,480,217 96,006,803 

Mutual Trust ....... 2,768,537 9,887,294 

National Life ....... 3,997,507 17,525,295 

New England Mutual 8,317,679 62,374,014 

New York Life ...... 22,654,153 216,327,086 

North Am. Accident. 204,198 2,100,712 

North Am. Life 2,222,430 12,704,836 

N. W. Mutual ... 16,260,258 164,055,081 

Pacific Mutual 2,994,941 9,471,593 

Paul Revere ......... 727,077 3,402,363 

71,000 71,000 

Penn Mutual ........ 9,816,748 124,456,269 

Philadelphia Life ... 2,820,670 10,356,623 

iG): -.cvenerss 85,000 

Phoenix Mutual ..... 5,555,988 48,777,716 

Provident L. & A..... 483,156 754,444 

(G) 6,971,925 6,963,500 

Prov, Mutual ... 2... 13,105,627 91,388,647 

POURSRLIAL 6. 650 6:6 sais 195,007,551 1,252,430,179 

(G) 131,591,312 378,629,213 

(I) 54,933,795 764,661,202 

Security Mutual ..... 5,175,460 10,992,241 

(G) 51,717 61,717 

State Mutual ....... 3,302,753 28,563,016 

| a 7,682,133 64,572,572 

(G) 2,187,036 4,718,390 

ye) ere 14,977,033 142,455,441 

(G) 121,039,446 232,344,879 

Union Central ....... 2,804,343 5,552,457 

Union Labor ........ 651,161 4,420,655 

(G) 2,390,000 4,984,000 

Union Mutual ....... 1,108,910 6,462,668 

(So) saw eee 84,400 

United Benefit ...... 4,278,465 14,533,933 

myaited: Is, Go As. sé ciscc 358,662 2,007,836 

Wash, National ..... 2,839,845 8,405,478 

(G) 10,588 39,817 

(1) 7,590,661 17,304,103 

Total Ordinary . 677,796,062 4,966,123,861 

Tetai Group «....- 641,726,187 1,369,872,338 

Total Industrial - 125,869,423 1,629,787,797 


Total All Classes. .1, 


445,391,672 7,965,783,996 





PENNSYLVANIA 





Acacia Mutual .... 
Aetna Life 


(G) 
Al BCASOW: wwrcdedccne 
(I) 
Am, National ....... 
Am. Standard ...... 
(G) 
eee ee 


5,201,805 40,181,652 
21,521,324 173,759,434 
168,366,535 327,738,159 
954,500 954,100 
3,436,654 18,203,620 
1,195,961 4,070,264 
coves 917,321 

000 2,679,750 

*4, O80, 370 11,847,151 


Atlantic Life 
Baltimore Life 


Bankers Life, Ia... 


Bankers Life, 
Bankers Natl. 


Bankers Security 
Beneficial Standard.. 


Berkshire Life 
Business Mens 


(G) 
Canada Life ........ 
(G) 
Central Life .......- 
College. ‘Teife ....0e. 
Colonial Life ........ 
(G) 
(1) 
Columbian National.. 
(G) 
2 
Columbus Mutual 
Conn. General ....... 
(G) 


Connecticut Mutual.. 
Conservation Life ... 
Cont’l American 

Cont’]l Assurance .... 
Dominion Life 


Equitable Society 
( 


Equitable, Ia. 
Equitable Life, D.C... 
(I 


Expressmens Mut. 
Farm Bureau ....... 
Farmers & Traders.. 
Federal Life and Cas. 
Federal Life 
Fidelity Mutual 


Franklin Life 


G) 
Gen. American ...... 
(G) 
CUPAr” TALS: 6.5.6 sew cic 
Great-West Life .... 
(G) 
Guardian Life ...... 
(G) 
(1) 
Home Friendly, Md.. 
(I) 
pet ee | 2: eas 
Hone Life, Pa.,....% 


Jefferson Standard 
John Hancock Mut... 
(G) 


Kansas City 
Kentucky Central ... 


(I 

Knights Life of Am.. 
(G) 

; (1) 

Liberty National .... 
ee ae Seer ee 


Lincoln National . 
Loyal Protective 


Lutheran Mutual 
Manufacturers Life.. 

(G) 
Maryland Baltimore. 
Mass. Mutual 


Metropolitan 


Midland Mutual 
Minnesota Mutual ... 
Monarch Life 
Monumental 


Mutual Benefit 
Mutual Life 
Mutual Trust Life. 
National L. & A.. 


(G) 
(1) 
National Life, Ia.... 
National Life, Vt.... 
New England Mutual 
New: York WLife...... 
North Am. Accident. 

(G) 
Am. Reassur.. 
Mutual........ 

(I) 
Northwestern Mutual 
Northwestern Natl... 
(G) 


North 
Nic. 


Occidental, Cal, 

Ohio National 

Ohio State 

Old Republic Credit. . 
( 


Pacific Mutual 
Pan-American 


Penn Mutual 
Pennsylvania 


Mutual 


New Business In rt 
$ 


190,527 
10,964,087 
9,217,144 
5,282,062 
1,638,580 
2,628,363 
5,245,577 
28,000 
437,068 


587,241 
28,688,014 
42,397,310 
14,656,411 

683,535 

3,327,673 
6,574,379 
7,393,522 
5,022,883 
34,000 
44,073,454 
298,019,706 
9,710,652 


165,389 
14,963,740 
122,000 
2,155,299 
509,100 
111,600 
16,094,754 
4,286,771 
75,000 
908,800 
11,978,295 
2,822,255 
2,680,566 
860,505 
3,258,188 
1,301,978 
257,152 
931,420 
8,295,646 
18,375,104 
14,174,978 
2,976,626 
65,964,161 
34,218,146 
22,952,236 
1,257,249 
318,750 
7,509,232 
23,692,573 
232,700 
40,364,746 
358,599 
90,000 
28,232,001 
1,691,500 
505,353 
18,000 
874,417 
5,037,706 
61,000 
68,000 
10,618,056 
122,000 
190,677,410 
263,543,048 
75,874,020 
2,139,428 
702,359 
2,015,477 
6,311,980 
3,101,874 
7,517,621 
20,234,903 
781,452 
3,487,446 
159,500 
7,628,207 
72,770 
7,217,194 
12,426,159 
37,943,639 
4,768,913 
14,888,561 
3,232,800 
2,256,500 
4,531,925 
32,210,260 
275,241 
4,001,028 
1,100,500 
11,120,584 
2,854,233 
20,880,166 
610,975 
4,301,484 
1,823,973 
21,000 
40,059,290 
2,160,324 


2,196,203 
44,866,346 
76,813,279 
55,543,906 
9,554,799 
12,732,694 
25,430,007 
28,000 
421, 268 
2,422,644 
7,500 


2,500 
32,650,343 
5,129,643 
31,800 
46,628,229 
49,500 
763,349 
46,500 
26,409,381 
236,000 
31,605,133 
9,640,468 
802,810 
2,280 
8,595,322 
181,048,872 
118,772,796 
129,961,318 
3,229,526 
32,616,840 
28,622,042 
18,355,545 
27,605,249 
233,000 
531,657,135 
678,227,554 
92,099,808 
1,333,109 
946,599 
2,193,017 
47,935,419 
337,400 
15,522,181 
943,900 
3,006,386 
112,053,609 
3 


38 
6,337,704 
471,000 
15,275,011 
53,795,482 
19,112,121 
5,471,820 
2,920,130 
29,410,545 


8,627,439 
34,790,702 
87,964,308 
93,195,524 
10,127,112 

338,218,848 
59,003,544 
213,088,375 
6,091,119 
838,538 
9,400,189 
76,793,007 
$88,600 
149,095,915 
2,710,672 
147,000 
119,077 
131,496,366 
1,640,500 
1,654,979 
135,000 
6,242,841 
24,420,734 
80,000 
1,127,361 
140,015,696 
121,000 
1,424,717,534 
646,210,781 
1,055,771,191 
14,998,794 
1,851,838 
6,678,920 
26,210,962 
35,474,908 
147,519,813 
304,003,545 
2,108,494 
13,349,903 
528,700 
35,905,413 
1,926,163 
44,493,504 
117,456,811 
476,537,373 
37,035,347 
9,486,311 
17,615,100 
7,857,829 
5,490,481 
344,102,885 
6,254,990 
500 
12,365,155 
8,002,669 
36,604,756 
24,564,416 
19,691,081 
285,482 
24,606,621 
12,167,581 
16,000 
388,744,495 
11,962,320 








Ambitious young man wanted immediately for Junior Under- 
writer with a fast growing company. Good salary and excellent 
opportunity for advancement. Give all details in your reply rH 
send to Mr. A. C. Vanselow, Personnel Director, ieee 

Insurance Company, Springfield, Illinois. 
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New Business In Force 


(I) 2,767,757 24,571,799 

Geko pa ontn 11,000 

paul Revere ........ 831,747 4,275,524 
Philadelphia Life ... 10,094,978 44,350,924 
ere 3,000 

Phoenix Mutual ..... 4,890,885 40,981,332 
presbyterian Minist.. 1,551,248 11,918,403 
provident L. & A.... 443,881 1,866,774 
(G) 333,358 3,312,500 


Provident Mutual ... 22,973,016 225,633,229 
prudential .......... 278,203,105 1,979,091,827 
(G) 123,997,025 285,852,645 
(I) 100,033,551 1,332,380,321 


Quaker City ..... (I) 16,276,958 19,925,981 
Reliance Life ....... 18,305,259 171,173,123 
Scranton Life ....... 5,178,398 37,927,785 
Security Mutual ..... 2,539,169 11,457,013 
G) 244,000 229,500 

Standard of Am..... 2,029,308 22,273,118 
State Farm ......... 1,790,104 4,748,597 
(G) 172,336 "374,385 

State Life, Ind....... 858,105 8,469,633 
State Mutual ....... 5,721,090 40,382,413 
(G) 910,000 853,000 

Sun of Canada....... 12,625,158 95,417,926 
(G) 6,117,316 10,210,714 

Sun Life Am., Md.... 5,228,748 21,994,996 
(1) 5,205,724 47,351,375 

Superior Life ....(1) 6,882,437 9,049,591 
MrAvelOrs .ccccccsses 22,980,028 203,388,614 
(G) 173,279,132 379,517,709 

Union Central ...... 6,423,122 64,228,105 
Union Labor ........ 98,645 458,582 
(G) 5,318,500 8,521,500 

Union Mutual ....... 2,336,288 11,141,883 
COED a Baie 118,000 

United Benefit ...... 14,540,636 40,617,371 
MICOG Be Ree cle winsic 60,000 57,500 
(I) 4,369,223 3,747,872 

United L. & A....... 979,017 6,414,963 
Washington Natl. ... 6,522,570 13,047,373 
(G) 17,095 46,045 

(I) 10,070,383 22,957,019 

Western & Southern. 9,105,037 44,808,130 
G) 53,950 562,750 

(1) 7,303,707 56,921,934 

Total New Ordinary........... *1,259,647,803 
atal WOW GrOUile si cic cs sewers 1,164,476,865 
Total New Industrial.......... 345,691,342 
WOE ee EMO es cnc esaccsce. BR 2,769,816,010 
Total Ordinary in Force ...... 79, 283,010,475 
Total Group in Force.......... 2, 2,635,369,628 
Total Industrial in Force...... 3,250,647,656 
WONG) GA POTGO cescccsccccscecs 15,169,027,769 





*Includes $3,220 Fraternal; jIncludes $3,- 


576,182 Fraternal. 


F. M. Peirce of Capitol Life 
Is Joining L.I.A.M.A. 


Frederic M. Peirce, of Capitol Life, 
will join L.I.A.M.A. May 1 as a senior 
consultant. 

Mr. Peirce has been assistant trea- 
surer and assistant secretary of Capitol 
Life. He has been an insurance man 10 
years. He will be in the company rela- 
tions division under Lewis W. S. Chap- 
man, director. 

He is a native of Cambridge, Mass. 
In 1937 he became cashier and assistant 
to the Omaha general agent for John 
Hancock Mutual. In 1939 he went with 
Capitol Life and was elected assistant 
treasurer in 1943 and assistant secretary 
in 1946, 

He attended University of Omaha, 
and in 1943 was graduated from the 
L.I.A.M.A. school in agency manage- 
ment. He will be present at the confer- 
ence for companies under $150 million 
in force at Chicago, March 24-26. 


B.M.A. Wolds Insesance 
School for Employes 


Business Men’s Assurance is conduct- 
ing a nine-day insurance school for new 





employes. This is the second school of 
this kind. ‘ 
The course includes discussion of 


B.M.A. history by L. D. Ramsey, vice- 
president and controller; an explanation 
of company organization by R. R. Haff- 
ner, vice-president and actuary, and dis- 
cussion by President J. C. Higdon of 
public relations. W. T. Grant, chair- 
man will explain future opportunities. 





Composite Picture Given. 
of N. E. Mutual Leaders 


New England Mutual Life’s average 
“First Hundred Man” paid for $789,664 
of life insurance last year, is married, 45 
years old, with two children. He is a 
high school graduate who also went to 


_ college, owns more than $50,000 of life 


insurance and has been associated with 
New England Mutual 12 years. 

The poll, conducted by “Pilot’s Log,” 
indicated that “Mr. First Hundred” paid 





for 91 lives in 1946 and obtained 15% of 
his business from pension trusts. He 
was first attracted to life insurance at 
age 30 because of its independence and 
unlimited earning possibilities, and after 
four years was writing $250,000 annually. 
He sets a quota—and sticks to it—aver- 
aging 17 calls a week that result in seven 
interviews. 

Although last year was the most out- 
standing in New Eigland Mutual's 111- 
year history, this average man predicts 
that business this year will equal and in 
most cases be better than it was in 1946. 





Economic, Political Trends 


to Regulate, Buford Says 


ROANOKE — Future economic and 
political trends will determine govern- 
ment regulation of the insurance busl- 
ness, Paul C. Buford, president of Shen- 
andoah Life, told the Roanoke Bar 
Assn. 

Governmental regulation of the busi- 
ness of insurance, he said, “is highly 
desirable and necessary. The modern jn- 
surance business holds a commanding 
position in the trade and commerce of 
the nation.” 

He traced the regulation of the in- 
surance business by state law for 75 
years prior to 1944 and said that by this 
regulation “the people were given rea- 
sonably adequate protection.” 

“The Virginia regulatory laws have 
been adequate and much more than an 
average job has been done in the way 
of enforcement,” Mr. Buford declared. 





Metropolitan Changes 


A. Evariste Desjardins, formerly a 
field training instructor for Metropoli- 
tan Life, has been appointed manager at 
Augusta, Me. He succeeds Thomas J. 
Sheehy. 

Mr. Desjardins joined Metropolitan 
at Augusta in 1926. In 1928 he was 
made assistant manager at Biddeford, 
Me. In 1945 he went to the home office. 
He is a member of the board of San- 
ford Institution for Savings. 

Clarence T. Borden, formerly field 
training instructor, has been named 
manager at St. Johnsbury, Vt. He suc- 


ceeds Albert St. Laurent,’ who is on 
disability. 
Mr. Borden joined Metropolitan at 


Fall River, Mass., in 1926. He was pro- 
moted to assistant manager there in 
1928. He later served as assistant mana- 
ger at Taunton, Mass., and _ subse- 
quently was appointed field training in- 
structor. 

Mr. Borden is a former president of 
Taunton Assn. of Life Underwriters. 


Colonial Issues ‘Almanack’ 


Colonial Life, in commemorating its 
50th anniversary, has published the “Co- 
lonial Almanack,” a 32 page booklet in 
style reminiscent of that used for “Poor 
Richard’s Almanack.” 

The booklet contains a tribute to Er- 
nest J. Heppenheimer, founder of the 
company, and now chairman of the 
board. It also acknowledges the guid- 
ance of Charles F. Nettleship during 
his 46 years of close association with 
Mr. Heppenheimer. Mr. Nettleship was 
vice-president of the company at the 
time of his retirement in 1943. 

The “Colonial Almanack” summarizes 
the events that characterized each of 
the years from 1897 through 1946. Inter- 
woven with this historical summary are 
facts indicating the progress of the 
company during the past 50 years. 


Victory Life in A.L.C. 


Victory Life of Topeka has been ad- 
mitted to membership in American Life 
Convention, which now counts 213 com- 
panies as members. 


Another 5-Year Extension 


WASHINGTON—The House passed 
and sent to the Senate the bill providing 
for another 5-year extension of 5-year- 
level-premium-term U. S. Government 
insurance for veterans of the first 
world war. 




















THE BIG BOYS... 


During 1946, we had one Agent 
who paid for $516,000 Ordinary. 


We had 62 who paid for more 
than $200,000 and 308 more who 
paid for from $100,000 to $200,000. 


These figures include no Group, 
no Industrial, no Pension Trusts, 
etc. and all of these men were 
Combination men, handling Indus- 
trial along with Ordinary, just as 
all of our field men do. 
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The Rhode Island S. B. L. I. Plan 


The savings bank life insurance bill 
recently introduced in Rhode Island, 
though cut on a pattern quite different 
from that in New York, Massachusetts 
and Connectieut, is just about as ob- 
jectionable from the viewpoint of the 
regular life insurance business. The life 
companies and agents in New York 
have indicated, in connection with the 
savings banks attempts there to in- 
crease the limit from $3,000 to $5,000 
per life, that they would not object to 
the banks acting as agents for their own 
company but the central reinsurance 
corporation provided for in the Rhode 
Island plan would not be the sort ‘of 
company urged in New York. 

The Rhode Island plan calls for a 
reinsuring corporation which would 
only reinsure the net amount at risk, 
the reserve being held by the individual 
banks. The _ policyholder’s dividend 
would be made up partly of a mortality 
dividend from the reinsuring corpora- 
tion, which would be the same for pol- 
icyholders of each age, duration, and 
plan of insurance, and an interest divi- 
dend based on what the issuing bank 
earned on his reserve. This system would 
still make it possible for the banks to 
assign their high-yield securities, such 
as mortgages, to the insurance reserves 
and leave the bank depositors with the 
low-interest investments. 

This favoring of life reserves so as 
to create a favorable net cost picture, 
which is at the expense of interest earn- 
ings that would otherwise be paid to 
saving bank depositors, has been one 
of the most frequent accusations against 
the savings bank life insurance system 
in the three states where it now oper- 
ates. In effect it amounts to a subsidy 
of the life insurance department by the 
bank depositors. The banks’ ostensible 
reason for this discriminatory treat- 
ment is that since bank deposits are 
more subject to demand they should be 
backed by more liquid securities than 
is necessary for life insurance reserves. 
This argument sounds plausible until 
it is remembered that back in the day 
when the banks could get plenty of 
mortgages at a good rate of return they 
were very glad to have them in their 
savings portfolios. 

Not only can the savings banks favor 
their life insurance departments in the 
matter of investments, but in allocating 
expenses as well. Here, again, the pol- 
icyholders get what amounts to a free 
ride from the depositors. 

If savings bank life insurance were 
issued by a central insurance corpora- 
tion, which assumed not only the mor- 


tality risk but also the handling ef in- 
vestments, with the banks acting merely 
as outlets, neither the companies nor 
the agents would have any legitimate 
basis for complaint. It would still be 
possible fer the banks to fudge in the 
matter of expenses but their expenses 
as agents would be less, and there 
would be no opportunity for discrimin- 
ation in the matter of investments. 

Putting bank imsurance under the 
same regulations and safeguards as reg- 
ular life insurance would also diminish 
the opportunities for incomplete com- 
parisons. An article in the Providence 
“Journal” which described the Rhode 
Island proposal said that “what the 
banks plan to offer is simply this: life 
insurance at roughly one-third the net 
cost of that offered by the established 
companies.” This is of course grossly 
misleading and is based on the fact 
that because the banks do not have the 
first-year commissions the first year— 
and only the first year—net cost is 
vastly more favorable to the banks. 
Further along in its story the “Journal” 
States that “the net cost of Massachu- 
setts Savings Bank life insurance for 
the first year ($1,000 straight life at 
35) is $7.57. Of the 21 other companies, 
the lowest net cost is $19.53.” This is, 
of course, due to the banks’ first year 
surrender value which not many com- 
panies have on account of their first 
year acquisition costs. 

Not the least objectionable feature of 
the savings bank type of competition is 
the invisible subsidy through the un- 
warranted prestige and sense of secur- 
ity that a savings bank is able to con- 
vey because insurance applicants un- 
consciously assume that the FDIC- 
guararanteed security of the bank is 
behind their life insurance reserves. It 
would be interesting to know how many 
savings bank life insurance policyhold- 
ers who confidently buy policies from 
a bank because they trust the bank 
would be willing to buy from an un- 
known life company with no greater fi- 
nancial resources than are actually back 
of the life insurance operations of the 
bank. 

Naturally, neither the companies nor 
the agents can be expected to be enthu- 
siastic about non-agency competition 
but they have made it clear that it is 
not the non-agency feature of savings 
bank life insurance that they object to. 
But they have good reason to object to 
a system which is subtly subsidized, 
operates under different rules, through 
representatives who meet no licensing 
requirements as to fitness, and which 


keeps continually sniping at the agency 
method of doing business. 

The social welfare pretensions of sav- 
ings bank life insurance have become 
even more transparent in the light of 
the banks’ frantic efforts in New York 
state to raise the limit to $5,000 per life. 
In Rhode Island there would be vir- 
tually no limit, for each bank could 
issue up to $5,000 and there would be 
no limit on the number of banks from 
which an applicant ceuld buy except 
that imposed by the central reinsuring 


Prospects Now Have 


Life insurance salesmen realize the 
fact that they will be called upon to 
bring their selling technique into play, 
because people are not buying insurance 
as they have been. That is, even though 
they have the money, they want to have 
information as to what they are buying. 
Heretofore, it has been purely a buyer’s 
market. Agents would appear and rec- 
ommend some policy without much ado 


corporation. Savings bank life insur- 
ance provides something of a bargain 
for the shrewd, informed buyer who 
knows enough about coverages to off- 
set the possible ignorance of the bank 
clerk with whom he deals. As for much 
larger group of low-income persons 


who need life insurance but who also. 


need a good deal of missionary work 


before they become sufficiently cen- 


vinced to buy, there is only one way of 
getting them protected and that is 
through the efforts of agents. 


to Be Convinced 


and the prospect signed on the dotted 


line. Now he is asking questions. He | 


wants to know what the insurance will 
do for him. He is counting the cost. He 
wants to get the policy that is best 
adapted to his needs. The agent there- 
fore, must take more time in what he 
is presenting in convincing the prospect 
that the recommendations are sound and 
practical. 








PERSONAL SIDE OF THE BUSINESS 





G. A. White, president of State Mu- 
tual, spent. two days in Atlanta last 
week, visiting the Georgia agency, which 
is headed by Charles G. Bethea, general 
agent. He was accompanied by hast 
H. Denny, vice-president in charge of 
agencies. Mr. White stated he expected 
leveling off processes to be manifested 
during 1947, but foresaw five years of 
prosperous ‘conditions in business. He 
has visited half a dozen leading cities 
in the south. 

Arthur B. Wood, president of Sun 
Life of Canada, accompanied by J. 
McAllister, director of the world-wide 
sales organization, was honor guest at 
a banquet tendered him on a visit to 
Atlanta last week. J. E. K. Kennedy, 
Georgia manager, was host. A two-day 
session of the company’s representatives 
was held. 

Henry J. Royer, Chicago manager of 
Ohio National Life, who has been con- 
fined to his home since last August with 
a serious heart affliction, is not able to 
spend any time at his office. George S. 
Severance, associate general agent, is in 
charge. 

James P. Heinen, manager of Mil- 
waukee district No. 5 of Prudential, has 
completed 30 years with the company, 
all in Milwaukee. He was honored by 
company officials and associates at a 
dinner. 

S. J. Stevenson, head of the Milwau- 
kee agency of National Guardian. Life, 
was honored at a luncheon in recogni- 
tion of his 25th anniversary with the 
company. He started in life insurance 
with that company and has been located 
in Milwaukee the entire period. Some 
35 members of the Milwaukee office and 
sales forces attended the luncheon, at 
which the company was represented by 
Richard Boissard, president; L. J. Lar- 
son, newly elected executive vice-presi- 
dent; Clayton Howdle, treasurer; A. G. 
Schmedeman, Jr., director of agencies, 


and Don Clapp, agency secretary. 
Frank S. Townsend, manager of the 
Allen, Russell & Allen agency of Con- 
necticut Mutual, Hartford, has _ been 
named co-chairman of the _ recently 
formed special gifts committee for a 
fund to increase facilities at Hartford 
hospital by seeking a $3 million fund. 


Abner A. Heald, Milwaukee, general! 


agent John Hancock Mutual and presi- 
dent Wisconsin Life Managers & Gen- 
eral Agents Assn., has been appointed 
chairman of the general campaign com- 
mittee for Milwaukee county of the 
University of Wisconsin foundation 
drive to raise $5,000,000 for the univers- 
ity’s 100th birthday. Herbert Schwahn, 
Northwestern Mutual, is assistant 
county chairman, and members of the 
committee include George Rowe, New 
York Life; William Pryor, Connecticut 
Mutual; George Mayer and Godfrey 
Morton, New England Mutual, 
Richard Forester and Merrill Taft, Mu- 


tual Benefit. 
DEATHS 


John Fairfield Dryden, II, 53, grand- 
son of the founder of Prudential, died at 
the age of 53 at Morristown, N. J., not 
far from the family estate at Bernards- 
ville. Mr. Dryden represented Pruden- 
tial at Washington from 1919 to 192% 
when he resigned to become president 
_ director of Investors of Washington) 

nc. 

Oscar Winn, Miami general agent for 
Reliance Life, died at the age of 67. He 
had been inactive for several years. 

Fred F. Iauco, 56, Prudential agent 
at Syracuse, N. Y. for 25 years, died 
there. 

George R. Bennett, 56, special agent 
for Northwestern Mutual at Wausat, 
Wis., a charter member and past pres- 
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ident of the Wisconsin Valley Assn. of 
Life Underwriters, died unexpectedly of 
a heart attack at Ft. Lauderdale, Fla., 
where he and his wife were spending a 
winter vacation. 5 

John J. Spear, who was for many 
years a prominent Chicago life insur- 
ance agency head, died at St. Francis 
Hospital, Evanston, Ill., Monday. He 
was 76. In recent years he had been 
operating as John J. Spear & Associ- 
ates at 208 South LaSalle street. 

Mr. Spear was at one time Chicago 
manager for North American Life of 
that city. He was a son-in-law of 
Col. Thomas J. Knex, who was a vice- 
president of North American. When 
Col. Knox went with Lincoln National 
Life his place at North American was 
taken by E. S. Ashbrook, now the presi- 
dent. 

Mr. Spear later was life manager for 
Fred S. James & Co., Chicago, and then 
for several years was general agent of 
Union Mutual Life. 





Double Taxation Is 
Hit by Clarke 


Double taxation of insurance compa- 
nies and their policyholders represented 
by the fast growing trend of cities and 
towns, counties and parishes to impose 
special taxes in addition to the state pre- 
mium taxes, was lambasted Wednesday 
by Dwight L. Clarke, president of the 
American Life Convention and of Occi- 
dental Life, in a talk at a luncheon of 
the Life Managers of Chicago. This is 
one of the inequitable and dangerous de- 
velopments which, he said, all people in 
the business should be alert to detect at 
their inception and do everything they 
can to defeat. 

Ignorance of life insurance and the 
great public service it performs was 
blamed by Mr. Clarke for such steps. 
He mentioned a city which considered 
doubling the tax on insurance on the 
basis that the tax on gambling establish- 
ments had been doubled and the council- 
men concluded insurance properly was 
next in line. In another state the premi- 
ums increased 5% last year but taxation 
of insurance rose 832%. 


Calls for Militancy 


“Life insurance needs to be more vo- 
cal, more positive, more militant,’ he 
charged. “It is fundamental that once 
the state has licensed a company, the 
power is given to operate anywhere in 
the state.” He referred to the municipal 
license taxes which have sprung up like 
a rash throughout the U. S., superim- 
posed upon the state premium tax, and 
in effect denying a company right to 
operate in the given community under 
the state license: until the loca] license 
fee is paid. In some jurisdictions the 
practice has been sustained as constitu- 
tional by state supreme courts. 

There is danger, he said, in taxing 
the life insurance business itself in ad- 
dition to its assets, and all life men 
should resist the practice of this double 
taxation which penalizes the policy- 
holder who lives in the given commu- 
nity. 

“The practice is immoral,” Mr. Clarke 
went on, “to levy special tribute on the 
funds accumulated by thrifty persons for 
their loved ones. Each year, more and 
more small political units of the state 
goverments are adopting such a prac- 
tice.” The premium formula, he em- 
phasized, does not contemplate this 
double levy. No provision was made for 
it. It is an avoidable evil, and life men 
owe their policyholders the obligation to 
show legislators the direction they are 
taking. 

_ Mr. Clarke sees danger, also, in oppos- 
ing the spread of group insurance plans 
by various restrictions. He pointed out 
that during the other world war many 
life men thought government war risk 
imsurance would be harmful to private 


life insurance, but instead it stimulated 


the sale. It was found that.a man who 
had been exposed to any form of life in- 
surance thereafter was a better prospect 
for a policy. 


Non-N. Y. Companies 
Lose Appeal on 
Abandoned Funds 


NEW YORK—The appellate divi- 
sion of the New York supreme court 
has upheld unanimously the lower 
court’s verdict from which the out-of- 
state companies had appealed in their 
suit in connection with New York’s 
abandoned funds law as applied to un- 
claimed life insurance proceeds. The 
state controller had argued that the 
law applied to all policies issued in New 
York state. 

The out-of-state companies contended 
that the location of the home office 
should determine tke location or “situs” 
of the debt. Last Octeber Judge Gava- 
gan of the New Yerk county supreme 
court held that the New York law was 
unconstitutional as to policies sold in 
New York for delivery elsewhere but 
that it applied te all policies issued on 
residents of New York state. This was 
little relief to the companies, as there 
are relatively few policies sold in New 
York on out-of-state residents. 

One thing that the out-of-state com- 
panies feared was the application of 
conflicting laws by other states. For 
example, another state might pass a 
law under which atl unclaimed funds 
held by a company domiciled in the 
state would escheat to the state after a 
specified time. 

The question could have gone direct 
to the court of appeals on the constitu- 
tional issues involved but since there 
were also statutory questions which it 
was desired to have interpreted the ap- 
peal was taken to the appellate divi- 
sion. However, the latter merely af- 
firmed the lower court verdict without 
opinion. It is expected that the com- 
panies will shortly decide on whether 
to take the case to the court of appeals, 
the state’s highest court. Ganson J. 
Baldwin, New York City attorney, is 
handling the case for the companies. 





Help Client Enjoy 
Policy, Mildred 
Stone Counsels 


To help a client enjoy his life insur- 
ance, relieve his money pains, Mildred F. 
Stone, director of policyowner services 
Mutual Benefit, told the Women Life 
Underwriters of Chicago at a luncheon 
meeting Monday. 

Get the client’s imagination sparking, 
she counseled, and help him see the 
end results. Make him think you're a 
wonderful person, both because you are 
and because you make him feel he is. 

Her subject was “Helping People 
Enjoy Their Life Insurance.” The great- 
est pain most people have in connection 
with their life insurance is a financial 
one, she said, and agents must take steps 
to relieve money pains for their clients. 
People often say life insurance costs too 
much, but that is obvious nonsense. 
They don’t know what it costs, nor how 
much is too much. 

“What they mean is that they think 
the premiums take too much money that 
they can’t spend on something else. A 
client really does not know what he is 
getting for that $159.62 which he puts 
into.a life insurance premium each year. 
A wise agent will help his client under- 
stand the financial side of his life insur- 
ance policy. When he pays his premium 
how much does his cash value for 
the year increase. The contrast of those 
two figures is enlightening for almost 
any policyowner.” 


Salary Increases in Neb. 


LINCOLN, NEB.— The legislature 
has provided sizable salary increases for 
insurance department actuaries and ex- 
aminers, and establishing qualifications. 
The act was introduced by Sen. C. 
Petrus Peterson, Lincoln. 


Conn. Mutual to 
Put Up Medical 
Center Building 


A medical office building containing 
suites of offices for approximately 90 
doctors is to be erected by Connecticut 
Mutual as a commercial investment. It 
will be located just north of the new 
main building now being erected by 
Hartford Hospital. 

The first floor will contain several 
sheps, including a prescription druggist, 
florist shop, barber and other shops. 

Connecticut Mutual previously an- 
nounced its intention to erect an apart- 
ment house at Hartford. 

Dr. Wilmar Allen, director of the hos- 
pital, listed many benefits to be derived 
from the propinquity of doctors’ offices 
to the hospital. 





Chicago Conference 
Program Complete 


Program has been completed for the 
general agents and managers conference 
at the Congress, Chicago, April 25, 
as a feature of the annual meeting of 
the Illinois Assn. of Life Underwriters 
and annual congress April 26 of the 
Chicago association. Details were given 
at the luncheon Wednesday of the Life 
Managers of Chicago, which is sponsor- 
ing the managers conference, by J. F. 
Ramsey, Connecticut Mutual, program 
chairman. 


Prepared in Three Sections 


In a sense, all the speakers will crit- 
icize agency management, he said. This 
will be in three sections—producing 
agents, agency heads and company men. 

First will be an agents’ panel with 
three parts: Package selling, program- 
ming, and business insurance. August 
Helle of Prudential will take up pack- 
age selling; Dave W. Fairfield, North- 
western Mutual, programming, and W. 
N. Hiller, Penn Mutual, Chicago asso- 
ciation past president, business insur- 
ance. 

Lee Wandling, Milwaukee manager of 
Equitable Society, will discuss manage- 
ment from the managers’ viewpoint and 
Ben H. Williams, superintendent of 
agencies of Mutual Life’s midwestern di- 
vision, from the company standpoint. 
The conference will be held in the 
afternoon, with John M. Caffrey, John 
Hancock, the Life Managers president, 
in the chair. 


Manhattan Life Records 
Impressive Gains in “46 


Manhattan Life sales in 1946 totaled 
$37,210,271, a gain of 44%. Assets rose 
from $36,725,107 to $40,945,826, increase 
11.5%. 

Insurance in force stood at $176,399,- 
690 increase $28,087,666. 

The mortgage portfolio was increased 
from $9,165,336 to $19,204,833. 

Organic heart disease was again the 
principal cause of death payments, being 
responsible for 48% of the aggregate. 
Next in order were cerebral hemor- 
rhage, 8.6%, and automobile accidents, 
3.6%. 


Few Non-Vested Plans 
Issued in Last 2 Years 


Lawrence S. Morrison of L.I.A.M.A., 
sketched the various plans of agents 
compensation that have emerged in re- 
cent years at the meeting of Nebraska 
Life Managers Assn. He observed that 
most of the companies that introduced 
the system of non-vested renewals, did 
so prior to two years ago. This change 
has evoked considerable opposition from 
a number of influential agents, he de- 
clared, but he remarked it would be most 
unfortunate if everyone in the business 
were forced to think alike. 
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LIFE AGENCY CHANGES 





Bender Mutual 
Benefit Minneapolis 
Agency Head 


Lewis E. Bender, formerly an agent 
for Mutual Benefit Life at Mihneapolis, 
has returned to that company as general 
agent there. He succeeds Pat M. Ryan 
who transferred to California last De- 
cember. 

Mr. Bender started with Mutual 
Benefit in 1925 when he joined the of- 
fice where his uncle, W. H. Evers, had 
been an agent for over 30 years. In 1937 
he went to Northwestern National’s 
home office and then to Acacia Mutual 
as manager. In 1945 he qualified for the 
Million Dollar Round Table. 

Mr. Bender is a member of the vil- 
lage council of St. Louis Park. 

Mr. Bender studied law at University 
of Minnesota. 





Drake Oregon Manager 
of Equitable Society 


Harold P. Drake has been named Ore- 
gon manager of Equitable .Society at 
Portland. He succeeds T. Howard 
Groves, who resigned on account of ill 
health. Mr. Drake for a number of 
years has been assistant manager and 
formerly was district manager at Eu- 
gene, Ore. 


Opens Life Department 


The Tucker, Johnston & Smelzer 
brokerage firm of Pittsburgh has ap- 
pointed Charles H. Woodhouse as man- 
ager of its newly created life, accident 
and group department. He is a gradu- 
ate of University of Pittsburgh, and 
served three years with the army. 
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Lynch Minneapolis 
General Agent of 
Conn. Mutual Life 


Connecticut Mutual has appointed 
Frank J. Lynch at general agent at 
Minneapolis. He 


thus returns to the 
company which he 
represented as a 
successful agent for 
a five year period 
in the early ’30’s. 
For the past 11 
years he has been 
general agent for 
Home Life at 
Minneapolis. He 
has been an insur- 
ance man since 
graduating at Holy 
Cross in 1923. 

ne 1sca' past 
president of Life Managers Assn. of 
Minneapolis and is a director of Catho- 
lic Welfare Assn. He is a C. L. U. 


North American Life Names 
Lynch Eastern Manager 


Robert Lynch has been appointed 
manager of North American Life’s east- 
ern division to succeed Robert M. Feely, 
deceased, Charles Ashbrook, vice-presi- 
dent and director of agencies, announced 
at a gathering of the division. 

Mr. Lynch joined the company at 
Newark in 1935 and, except while in ser- 
vice, has been continuously a member 
of the agency. Alvin Baer, who joined 
the Newark office in 1941, was named 
assistant manager. 

The eastern division pledged Mr. 
Lynch $900,000 of business during his 
first 90 days as manager. 

North American Life has maintained 
an office in Newark since the company’s 
inception in 1907. Mr. Schurr, one of the 
company founders, was the first man- 
ager there, continuing until his death in 
1931. He was succeeded by Mr. Feely 
aoe served until his death last Decem- 

er. 





Frank J. Lynch 





Monarch Opens 2 Agencies 
Under New General Agents 


Two new general agents in charge of 
two new agencies are annouunced by 
-Monarch Life. 

James H. Hawkins has been placed 
in charge of the Fort Wayne, Ind., 
agency and Clayton L. Walton in 
charge of the Seattle agency. 

Mr. Hawkins joined Monarch last 
May. He has had previous life insurance 
experience. Before that he was sales 
manager for a company dealing in elec- 
trical appliances. 

Mr. Walton first entered the insur- 
ance business as a claims adjuster and 
then claims examiner in Seattle. In 1942 
he became associated with the Paul R. 
Green agency of Aetna Life as a pro- 
ducer. After returning from two years’ 
military service, he was made supervi- 
sor of that agency. 

He joined Monarch Jan. 1, this year 
and spent six weeks in the company 
school at Springfield, Mass., before as- 
suming charge of the Seattle agency. 


James K. Pace Memphis 
Reliance Life Manager 


James K. Pace of Jackson, Miss., has 
been appointed manager of the Tri- 
State department of Reliance Life, in- 
cluding parts of Mississippi, Tennessee 
and Arkansas, with headquarters at 
Memphis. He was born at Pace, Miss., 
named after his family, in 1916, grad- 
uated from George Washington Univer- 
sity and also attended University of 


Mississippi. He served in the army. He 
was an agent for Northwestern Mutual 
at Washington for six years and is a 
C.L.U. A year ago he returned to Mis- 
sissippi with Mutual Life. 

Hal B. Cook of Chicago has been 
named agency supervisor of the Illinois 
department. He was educated at Indi- 
ana University. He was in the steel in- 
dustry before joining Reliance in 1944. 


Miller Retires; Peffer Erie 


Manager for Travelers 


D. W. Miller, Jr., Travelers manager 
at Erie, has retired after 26 years of 
service, and John F. Peffer, assistant 
manager there has been promoted to 
manager. 

Mr. Miller joined the companies in 
1919 as a field assistant at Erie and two 
years later was named manager. Prior 
to -his association with Travelers, he 
was a reporter on the Erie Dispatch- 
Herald. 

Mr. Peffer was appointed a field as- 
sistant at Erie in 1937. He is a graduate 
of University of Alabama. He then at- 
tended Edinboro, Ala., State Teachers 
College and taught school for four years 
before joining Travelers. He was named 
assistant manager at Erie in 1942. He 
served in the navy and emerged as a 
lieutenant in the armed guard. 








Bankers of Ia. Names 
Clark at Harrisburg 


Lee Clark, who has been district 
agent at Charleston, W. Va.,_ for 
Bankers Life of Des Moines, has been 
appointed manager at Harrisburg. 





LEE CLARK 


Mr. Clark has been with Bankers Life 
at Charleston since 1940 and has been 
district agent since 1942. He served as 
a field director for the Red Cross during 
the war. He has been a member of the 
President’s Premier Club each year. 

Mr. Clark is vice-president of Charles- 
ton Life Underwriters Assn. 





Hotneier to Kalamazoo 


C. C. Hotneier has been named as- 
sistant district manager of Prudential at 
Kalamazoo, replacing C. W. Risbridger, 
who is retiring aafter 29 years with the 
company. Mr. Hotneier has been with 
Prudential seven years. Mr. Risbridger 
served in the Lansing and Jackson of- 
fices before going to Kalamazoo about 
20 years ago. 


Berkshire Names Wright 


Learonzo S. Wright has been ap- 
pointed general agent at Indianapolis for 
Berkshire Life. He joined Berkshire at 
Pittsburgh in 1943, and was appointed 
district agent at Indianapolis later the 
same year. 





COMPANIES 


Am. Nat'l Records _ 
Handsome Gains 


American National in its new state- 
ment feports insurance in force of 
$1,547,368,617, an increase of $190,391,. 
888, Gain in ordinary alone exceeded the 
total for the combined gain of ordinary 
and industrial for 1945. Premium in- 
come of $41,173,033 was a gain of 14%, 

Assets stand at $198,168,665, increase 
$23,087,435. Total income from lf 
sources amounted to $48,245,218, gain of 
$6,930,302. 

Benefit payments were $9,027,299, 
Surplus to policyholders were increased 
to $27,421,140. 

January production, resulting from 
the campaign in honor of the birth- 
day anniversary of President W. 
L. Moody, Jr., totaled $40,904,217 of 
which $26,904,217 was ordinary. This 
eclipsed by nearly $3 million the figure 
for the same month of 1946. 








Bankers L. & C. Examined 


Bankers Life & Casualty of Chicago 
at Aug. 31, 1946, had surplus to policy- 
holders of $1,100,008, according to the 
report of a convention examination 
conducted by Florida and Illinois. 

Bankers L.&C. was examined as of 
Dec. 31, 1945, by the Illinois department, 
but following the merger with Northern 
Mutual Casualty of Chicago, a conven- 
tion examination was called. 

The merger agreement is recited in its 
entirety in the report. In taking over 
the assets and liabilities of Northern 
Mutual, Bankers L.&C. recognized the 
policyholders of Northern Mutual to be 
the owners of that company and com- 
pensated them for their equity by in- 
creasing all policies 50% without addi- 
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tional premium and providing for refund 
to dissenting policyholders. : 
Under the summary, the examiner re- 


oie 
. “The cash position is well main- 
iced and the investment portfolio is 
composed sof diversified and marketable 
securities.” 

2, “From a review of the company’s 
file and records pertaining to claims in- 
curred during the period of examination, 
it is determined the claims are paid 
promptly and in , accordance with the 
ure provisions.” 

“The statement of assets and lia- 
bilities prepared as of Aug. 31, 1946, 
from the books and records of the com- 
pany on the basis of asset and reserve 
values. . . , reflects a sound financial 
condition with a capital and surplus of 
$1,100,008 affording additional protec- 
tion to the interest of the policyholders.” 

The 1946 annual statement shows in- 
come for 1946, $3,280,669; assets, 
$3,320,801; capital $300,000, and unas- 
signed funds $891,048. 


OK Pettric Company Name 


The California department has ap- 
proved the name Citizens Life & Casu- 
alty for a new company to be organized 
in Los Angeles by Victor L. Pettric, 
founder and former president of Consti- 
tution Life. ’ 

Stock in the holding company which 
will own the proposed new company 
now is being sold. 


American H. & L. Promotions 


American Hospital & Life has elected 
W. W. Jackson administrative vice- 
president and a director; John D. 
Wheeler of Boyle, Wheeler & Gresham, 
attorneys, general emt vice-presi- 
dent and director; W. C. Murphy, sec- 
retary-treasurer; H. Raymond Strong, 
actuary, and E. O. Severin, chief under- 
writer. 











Business Men’s Assurance 
Cancels War Risk Rider 


Business Men’s Assurance has can- 
celled completely its war risk supple- 
ment on life insurance policies and has 
extended through 1947 its special avia- 
tion protection on accident insurance 
contracts. 

The company previously had dropped 
the war risk supplement except in the 
case of policies in force on men in the 
service. 

The special aviation protection, first 
inaugurated in August 1945, provides 
benefits for any loss resulting from in- 
juries received while traveling anywhere 
in the world as a passenger in an air- 
craft operated by a passenger air line on 
a regularly scheduled trip, or within the 
boundaries of the mainland of North 
America as a passenger in a powered 
civil aircraft of the United States or 
Canada registry and operated by a li- 
censed or certified pilot. 





Oklahoma Fees Increase 


Insurance taxes and fees collected by 
the Oklahoma department increased 
about $520,000, according to J. F. Gib- 
son, assistant commissioner. Collections 
are $3,119,991 compared to $2,600,101, 
last year. 


More Pa. Department Funds 


HARRISBURG, PA.—Governor Duff 
has asked the legislature to appro- 
priate an additional $100,000 a year to 
the insurance department for the next 
two years. 

The proposed two-year total is $930,- 
000, compared with $730,000 for 1945-47, 
which includes $60,000 in a deficiency ap- 
propriation. 





Seeks to Change Name 


Rural Bankers Legion Life of South 
Send, Ind., has filed a petition in cir- 
‘uit court to change its name to the 
Rural Bankers Insurance Co. The di- 
rectors had voted unanimously in favor 
of the cange. 


AMONG COMPANY MEN 





R. I. JACOBSON NAMED 


N. W. Nat'l Adds to 
Actuarial Staff: 
Promotes Tallman 


Reuben Ingvald Jacobson has been 
named associate actuary of Northwest- 
ern National Life. Richard H. Tallman 
has been promoted to the same posi- 
tion. 

Mr. Jacobson will conduct premium 
rate research and related matters while 
Mr. Tallman will be primarily concerned 
with general supervision of the actuarial 
department, 

Mr. Jacobson is a graduate of Luther 
College, Decorah, Ila. He taught mathe- 
matics at University of Pittsburgh, 
1930-32, and studied actuarial science 
at University of Iowa, 1932-33, then 
joined the actuarial department of Pru- 
dential until 1942 when he became as- 
sistant actuary of Colonial Life. He was 
promoted to associate actuary in 1943, 
and actuary a year ago. He is a fellow 
of Actuarial Society and of American 
Institute of Actuaries. 

Mr. Tallman has been with North- 
western National since 1941 and as- 
sistant actuary since 1944. A graduate 
of the University of Saskatchewan, he 
was associated with the Canadian in- 
surance department from 1934 until 
1941. He is an associate of Actuarial 
Society and of American Institute. 








Reserve Loan 
Makes Promotions 


Robert Schulman, vice-president and 
director of agencies, and Dr. David W. 
Carter, Jr., medical 
director, have been 
elected to the board 
of Reserve Loan 
Life. 

Paul D. Lindsey 
was elected execu- 
tive vice-president, 
Robert B. Caplin- 
ger, vice-president 
and chief under- 
writer, Louise 
Timmerman, assis- 
tant to the presi- 
dent, Herman Van 





Py: 


Be tk Coniiiiner Maanen assistant 
secretary and 
mortgage loan manager, and Robert 


O’Haver assistant secretary and claim 
manager. 

Mr. Lindsey, a graduate of S.M.U. law 
school, was formerly associated with At- 
torney General Tom C. Clark at Dallas 
and joined Reserve Loan in 1945 as as- 
sistant to the president after four years 
of military service. 

Mr. Caplinger has been with the com- 
pany 27 years. He is executive vice-presi- 
dent of Institute of Home Office Un- 
derwriters and is vice-president of 
Texas Assn. of Home Office Under- 
writers. 

Miss Timmerman, with the company 
since 1932, has been assistant secretary 
and manager of the mortgage loan de- 
partment since 1945. 

Mr. Van Maanen joined the company 
in 1945 after 18 months of military serv- 
ice. He was executive secretary of 
Dallas Real Estate Board from 1935 to 
1937. 

Mr. O’Haver, a veteran of three years 
and an employe since 1926 returned to 
the company in 1945. Since 1946 he 
has been manager of the claim depart- 
ment. 


L. K. Friedman Now Great 
Southern Associate Actuary 


E.R. Friedman, who has been asso- 
ciated with Great Southern Life in the 





actuarial department 16 years, has been 
apointed associate actuary. He grad- 
uated from Rice Institute in 1928, with 
honors in mathematics and economics. 
He received his master’s degree in ac- 
tuarial mathematics from University 
of Michigan in 1929. He is a fellow of 
Actuarial Society and American Insti- 
tute. Since 1938 he has been assistant 
actuary of Great Southern. 


Vogler Am. National 
Executive V.-P.: 
4 Others Promoted 


Five head office executive promotions 
are announced by American National. 
L. Vogler, formerly vice-presi- 
dent, becomes executive vice-president 
and a member of the executive com- 
mittee; R. A. Furbush, director of in- 
dustrial agencies, was made industrial 
agency vice-president; W. J. Hampton, 
head of the underwriting department, 
was advanced to assistant vice-presi- 
dent; F. E. Fischer, manager of renewal 





department, to assistant vice- president; 
and D. J. Martino, assistant superin-: 
tendent, was advanced to superintendent 
of ordinary agencies. 

Two newly created positions were 
filled by new appointments; these being 
R. E. Bowden, director of ordinary 
agencies for western division and W. V. 
Woollen, director of ordinary agencies 
for central division. 





Jack E. Rawles Now Reliance 
Life Director of Training 


Jack E. Rawles, formerly assistant 
manager of the Illinois department of 
Reliance Life at Chicago, has been ap- 
pointed director of training in charge of 
the national agents training program. 

He will make his headquarters in the 
home office and will have the help of 
Bill Dowd, who was transferred from 
Washington as cashier the first of this 
year to assist in the training section of 
of the agency department. 

Mr. Rawles attended Purdue and 
graduated at Northwestern University 
school of commerce in 1932. He started 
with Reliance that year and was ap- 
pointed district manager in 1938 and 
two years later was named agency in- 
structor in charge of training recruits in 
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Debate on Socialized Medicine 


A debate on socialized medicine by 
debate teams from Wichita high schoels 
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N. Y. State A. & H. 
Business Reported 


Accident and health Premiums and 
Osses in New York state in 1946 are 
shown herewith: 
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Hotel-Union Deal Ruled 
legal in Pennsylvaniq 
HARRISBURG—Union sToup insur. 


Ina letter to John Hancock Mutual. 
Life, which wrote the insurance, Mr, 
Malone said: 

“After careful Consideration of 
facts and the applicable law, 


all the 
have 


commonwealth. 
" erefore, its 
approved 
Ont; . . 
Insurance department spokesmen said 
the move voids the insurance—accident 
and health—now in effect on the union 
other arrangements, 
satisfactory to the department, will have 
to be made if the union workers desire 
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by the Insurance depart. 
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of the union, conferred with Mr. Malone 
before the union’s insurance scheme 
was scrapped. At that time, the com- 
missioner said Mr. Kenny told him, “If 
this contract is broken. . . there will be 
chaos.” Later Kenny explained he did 
not imply a strike threat. 


List Notable Speakers 
for St. Louis Congress 


The regional sales congress at St. 
Louis, April 24, sponsored by the Na- 
tional Assn. of Accident & Health Un- 
derwriters and conducted by the Acci- 
dent & Health Underwriters of St. 
Louis, will be an afternoon and evening 
affair. 

Afternoon speakers will include Gil- 
bert H. Knight, Federal Life & Cas- 
ualty, Cleveland, first vice-president of 
the National association, “You Too Can 
Sell Insurance—If”’; Raymond F. Kil- 
lion, accident and health division Metro- 
politan Life, New York, “Public Law 
15 and Its Relation to Accident and 
Health Insurance’; R. B. Smith, Great 
Northern Life, Oklahoma City, presi- 
dent National association, “The Na- 
tional Association and What It Means 
to You,” and George J. Richards, Mon- 
arch Life, Hartford, member national 
executive board, “Selling the Larger 
Buyer”. 

The evening speaker will be S. E. 
McCreless, president American Hos- 
pital & Life, San Antonio. 








Hits Blue Cross ‘Monopoly’ 


The Detroit A. & H. Assn. is circu- 
lating a statement from its hospital in- 
surance committee headed “The End of 
Blue Cross Monopoly Is Near.” The 
statement is in the interest of getting 
the hospitals to collect their “justified 
current regular established rates from 
every patient.” 

Reference is made to a resolution 
which was adopted last Dec. 13 by 
Greater Detroit Hospital Council recom- 
mending that every effort be made to 
put into effect by July 1 an arrange- 
ment whereunder the all-inclusive hos- 
pital service now provided for in Blue 
Cross subscriber contracts shall be paid 
for at each hospital’s going rate or the 
Blue Cross sell a limited contract and 
the hospital collect the difference from 
the patient. 

According to the statement “the 
Michigan Hospital Service Blue Cross 
plan has developed an arrogant leader- 
ship which loses no opportunity to at- 
tempt to stifle sound and constructive 
recommendations made by the repre- 
sentatives of instiutions which are mak- 
ing valiant attempts to extricate them- 
selves from a nortoriously unjust, con- 
fusing, and discriminatory secret con- 
tract.” 


Slate Wiley at Seattle 


Fred B. Wiley, Occidental Life, has 
been nominated for president of the 
Seattle Accident & Health Managers 
Club, the election and annual banquet 
being scheduled for March 21. C. R. 
Cleaver, United Pacific, is nominated 
for vice-president; Clayton Walton, 
Monarch Life, secretary. 








A. & H. Men Organize in N. M. 


First steps toward organization of a 
New Mexico Assn. of Accident & 
Health Underwriters were taken at a 
meeting at Albuquerque attended by 
R. B. Smith, Great Northern Life, 
Oklahoma City, National association 
president, and E. F. Gregory, Business 
Men’s Assurance, Denver, second vice- 
president. Temporary officers were 
named and plans made for a charter 
PHN and election of permanent of- 
cers, 


Make $3,150,000 Loan 


A 15-year mortgage loan of $3,150,000 
has been placed on Westchester Apart- 
rm Washington, by Mutual Benefit 

ife, 








MANAGERS 


Los Angeles Managers 
Hear VA Official 


LOS ANGELES — Maj. Louis C. 
Wolf, regional insurance officer of vet- 
erans administration, addressed the Life 
Insurance Managers Assn. on “Recent 
Developments in the Handling of Na- 
tional Service Life Insurance.” It was 
announced that Bert A. Hedges of Kan- 
sas City, active in the life managers sec- 
tion of the N.A.L.U., would be here 
soon to speak before the association. 

A. C. Krauel and Jens Smith, general 
agents of Pacific Mutual, were elected 
members. 


Reviews Cal. Disability Act 


T. McManus, assistant group super- 
visor of Occidental Life, addressed the 
Life Agency Cashiers Assn. of Los An- 
geles on the California unemployment 
disability benefit act and told how pri- 
vate industry and insurance companies 
are meeting the requirements set up 
by the legislature. 

Mrs. Eva Nettleton, cashier in the 
Walter G. Gastil agency of Connecticut 
General Life Co., who has just returned 
from an intensive course at the home 
office, outlined the company’s plans for 
decentralization of the group depart- 
ment. 











Discuss Agency Bulletin 
Robert G. Engle, assistant manager 
of Equitable Society in Seattle, Monday 
addressed the life Managers Assn. there 
in a round table on agency bulletins. 
Makeup and contents were discussed, 
how often to issue a bulletin and to 
whom it should be sent besides agents. 


Mahoney Charleston Chief 

Robert C. Mahoney, manager of Mu- 
tual Life at Charleston, W. Va., has 
been elected president of the General 
Agents & Managers Assn. 








Frederick W. Floyd, Jr., executive sec- 
retary of American Society of C.L.U., 
gave a talk on public relations at the 
meeting of Life Insurance Cashiers Assn. 
of Philadelphia. 


FINANCIAL SIDE 


Life Company Pa. Housing 
Investment Law Opposed 


HARRISBURG — Real estate in- 
terests expressed severe opposition to 
pending legislation which would permit 
Pennsylvania life companies to invest 
in housing. 

At a joint senate-house insurance 
committee hearing on the Wade (senate) 
bills to authorize life company invest- 
ment in housing, the realtors viewed 
the legislation as a wedge to widen the 
field of insurance fund investments. 

Samuel Gordson, attorney represent- 
ing the Philadelphia Apartment Owners 
& Managers Assn., told the committee his 
clients “cannot compete with insurance 
companies. It’s up to you to see that 
our investments are protected. They 
(the insurance companies) would be 
permitted, as time goes on, to operate 
stores and other retail businesses,” he 
said. 


Wis. Investment Law 
Liberalization Is Proposed 


Investment law liberalization legisla- 
tion in Wisconsin, which is department 
sponsored, seems assured of enactment. 
No opposition was expressed at the 
hearing on it. 

At the last session a 5% catchall bill 
was passed, permitting insurers to in- 
vest up to 5% of assets in otherwise un- 
authorized securities. The new bill pro- 
vides that additionally 5% of assets may 

















be placed in preferred stocks. Also up 
to 10% of assets may be invested in in- 
dustrial debentures whereas for the past 
few years there has been a 5% ceiling 
on this class. 


ASSOCIATIONS 


Bowles Speaks at Roanoke 
on Regulation Issues 


ROANOKE, VA.—Need for further 
state insurance regulations was stressed 
by Commissioner Bowles at a _ joint 
meeting of the Roanoke Assn. of Life 
Underwriters and Roanoke Assn. of In- 
surance Agents. He was introduced by 
Paul C. Buford, president Shenandoah 
Life, Roanoke, who gave a resume of 
state and national regulations govern- 
ing insurance. 

Bowles discussed the insurance-is- 
commerce decision and the significance 
of P.L. 15. He pointed out that many 
cooperative practices, including rate- 
making agreements, which had been 
built up by various insurance companies 
through sanction of specific state laws 
or by common consent, were outlawed. 











“To preserve state- supervision and 
avoid the disastrous effects of cut-throat 
competition and federal regulation,” he 
said, “it is necessary to determine ex- 
actly what is meant by the words ‘reg- 
ulated by state law, and to secure state 
legislation which will satisfy the re- 
quirements of the Congress and Su- 
preme Court. The problem must be 
solved if state regulation of insurance 
is to continue.” 

The legislatures of 44 states will meet 
this year and will have the last oppor- 
tunity for state legislation before ex- 
piration Jan. 1, 1948, of the moratorium 
under P.L. 15. Nine states enacted cas- 
ualty and surety rating laws in 1945 and, 
prior to that time four states, including 
Virginia, already had comprehensive 
casualty, surety rating laws and, in 
some cases, fire rating laws, he said. 





Wisconsin Group to Meet 
in Sheboygan June 12-13 


MILWAUKEE — The Wisconsin 
Assn. of Life Underwriters will hold 
its annual meeting at Hotel Foeste, She- 
boygan, June 12-13, it was decided at 
the quarterly meeting of directors here. 
A sales congress will be held in con- 
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nection with the annual business meet- 


ing. 

Rehictinen of committees was made. | 

R. Imig, Sheboygan, state presi- 
dent; W. H. Pryor, Milwaukee, vice- 
president; F. J. Voight, Madison, sec- 
ond vice-president; Harold- Pettengill, 
Beloit, .secretary, and Bissell Bradley, 
Wausau, treasurer, reported on activ- 
ities. A resolution was adopted on the 
death of M. J. Cleary, president North- 
western Mutual Life and another on 
the death of Gov. Goodland. 


San Antonio—Albert Schmid, Corpus 
Christi, manager of National Life & Ac- 
cident, spoke on “Simple Selling in 1947.” 


He considers salaried people the best 
prospects, citing the fact that more than 
50% of life insurance is owned by men 
with incomes of less than $3,000 per 
year and over 85% by those earning not 
more than $5,000 per year. 

He employs visual selling because of 
the motivating power of pictures. He 
favors the two-call plan of selling unless 
he finds that it is a waste of time to 
make a second call. In case he finds a 
second call inadvisable, he tries to close 
on his first call. 

San Francisco—A seminar on business 
life insurance will be held March 29, con- 
ducted by Thomas A. Gallagher, Pruden- 
tial. Approach, presentation, problems in 
sole proprietorship, partnerships and cor- 





ness. 


PROOF 0’ THE PUDDING 








“The Q-V-S Contract helps an Agency Manager recruit and hold men 
who concentrate on higher volume and persistency—because the con- 
tract pays the Field Underwriter greater cash returns for quality busi- 
“This builds a solid foundation for continued prosperity for 
Agency Manager and Field Underwriter alike.” 


FRANK H. DEVITT, 


~ 


Agency Manager, Denver, Colorado 
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Q... quality 
V... volume 
S...service 
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porations will be discussed. R. F. E. 
Wiedemann, Equitable Society, program 
chairman, said if the seminar is a suc- 
cess others will follow on other subjects. 

Portland, Me.—Robert Pitcher, Boston 
general agent of John Hancock, ad- 
dressed a luncheon meeting of the South- 
ern Maine association. 

Davenport—Roger Bourland, vice-presi- 
dent of Rough Notes Co., spoke on “The 
Swing to Life Insurance.” 

Charles E. Cleeton, general agent for 
Occidental Life at Los Angeles, was 
guest speaker Tuesday. 


Cedar Rapids, Ia.—Charles E. Cleeton, 
Occidental Life, Los Angeles, N.A.L.U. 
trustee, reported on the mid-year meet- 
ing at Milwaukee. 

St. Louis—Ken Wyard, agency super- 
visor at Akron, O., for the Ralph W. 
Hoyer agency of John Hancock Mutual 
Life, spoke Thursday on “Some Sales 
Talk Planning.” 

Joliet, Il—Paul M. Uebele, special 
agent of the Jamison & Phelps agency of 
Northwestern Mutual in Chicago, spoke 
on “A Good Soliciting Document,” the 
talk he gave recently in the Saturday 
sales forum of the Chicago association. 

Denver—Arthur S. Potwin, Connecticut 
Mutual, Portland, Ore., spoke on “The 
Economics of Business Life Insurance.” 
Max Caldwell, Connecticut Mutual, pre- 
sided. 

Topeka—At a breakfast meeting, Rich- 
ard L. Becker, state representative from 
Coffeyville, spoke on “Legislative Prob- 
lems.” Five new members were intro- 
duced, . 

Pittsburgh—Charles R. Gies, territorial 
supervisor of Penn Mutual Life, is ad- 
dressing a meeting of the Beaver Falls 
branch Monday on “Hitting Pay Dirt.” 

Hartford—An advanced underwriting 
seminar will be conducted March 29 at 
the Connecticut Mutual Life’s girls club 
room. George J. Richards, general agent 
Monarch Life, will lecture on “Partner- 
ships.” 

Salt Lake City—Leo R. Porter, general 
agent Columbian National, spoke on 
“Successful Selling.” The requirement, to 
become a successful life insurance sales- 
man, he said, are knowhow, skill and mo- 
tivation. Speaker April 11 will be Bert 
A. Hedges, Wichita manager Business 
Men’s Assurance. Mr. Hedges will ad- 
dress a dinner meeting of the Utah Life 
Managers Assn. the same night. 


Galesburg, Ill.—Dr. Lyle W. Willhite, 
head of the department of economics 
and business administration, Knox Col- 
lege, spoke on economic problems and 
their effect on life insurance. He is a 
member of the American Arbitration 
Assn. and of its fact-finding board. Dr. 
Willhite explained how varying price 
levels affect the continuation of premium 
payments. 

Elmira, N. Y.—Ernest H. Perkins, Al- 
bany, president New York State associa- 
tion, spoke at a luncheon meeting. 


Buffalo—George J. Marsh, director of 
sales methods research of New York Life. 
spoke March 14. 


Lincoln, Neb.—Charles E. Cleeton, Oc- 
cidental Life, Los Angeles, N.A.L.U. trus- 
tee, spoke March 19. He reviewed the 
mid-year meeting at Milwaukee. 


Evansville, Ind.—A forum on business 
problems was led by a group of four 
new agents at the monthly meeting at 
the Vendone hotel. C. R. Million, North- 
western Mutual; Jack Taylor, John Han- 
cock; Clyde Cassell, National; and Byron 
Somos, Connecticut Mutual, were speakers. 


RECORDS 


RESERVE LIFE, DALLAS.—Life in- 
surance in force increased 73.4%, sub- 
stantial gains in accident and health and 
hospitalization departments were made in 
1946. Premium income is more than 
$1,000,000 a year. The company now op- 
erates in Texas and 14 other states and 
District of Columbia. 

NATIONAL, VT.—New paid-for busi- 
ness increased in Fébruary for the 48th 
consecutive month. The total was $10,- 
294,954, increase $1,615,699 over February, 
1946. New paid life insurance for the first 
two months was about $20 million, in- 
crease 28% over the first two months of 
1946. Gain in insurance-in-force for Feb- 
ruary was $7,913,768, and total in force 
$843,095,478. 

BANKERS LIFE OF IOWA—Insurance 
paid for during February exceeded $10,- 
925,000, of which more than $10 million 
was ordinary. This was an increase of 
more than $1% million in ordinary. 
Total ordinary and group written in the 
first two months amounts to more than 
$22 million. an increase over the same 











period last year of almost $7% million, 

Insurance in force at the end of Febry. 
ary stood at $1 billion, 162 million, gj) 
— for the year to date of $14,247. 


0. 

NORTHWESTERN MUTUAL—Paid-fo, 
business in February totaled $51,932,009, 
increase 69% over the same month in 194 
and the 24th consecutive month of gaing 
over the previous year. Although 194 
showed 47% increase, the first two 
months of 1947 are ahead of last year by 


94%. 

PACIFIC MUTUAL—New paid life bug. 
iness in 1946 was $116,904,774; total in. 
surance in force’ $785,928,753, gain $67. 
011,740; total paid policyholders ang 
beneficiaries in 1946 was $20,769,105. 
a business gained 70% in force jy 


OCCIDENTAL LIFE—Has had substan. 
tial percentage increases in nearly aj 
phases of business in January and Feb. 
ruary over the same two months lag 
year. In January, group total was $33. 
154,168 written and written ordinary $22. 
474,227, the latter an increase of 35 
Over January, 1946. Delivered ordinary 
was $18,778,112, 27.8% increase. In Feb. 
ruary, written ordinary was $21,889,794 
31% increase over February, 1946, ang 
paid ordinary $19,036,324. 

Accident and sickness paid premiums ip 
January were $221,574, gain 55% ove 
the same month in 1946. 


California-Western States 
Passes $400 Million 


California-Western States Life now 
has insurance in force of more than $400 
millions, At the end of 1946 the figure 
was $393,000,000. 

The volume of new business sold in 
1946 was 135% of the 1945 record. The 
last $100 million of insurance in force 
has been placed in the last 23 months, 

Of the 5,249 voluntary plans of dis. 
ability insurance to cover the require. 
ments of California’s U.C.D. act, Cali- 
fornia-Western States wrote 1,980. 


Mass. Mutual Completes 
14th Review School 


With 17 agents attending, Massachu- 
setts Mutual has completed the 14th 
five-day home office review school. 

Lambert M. Huppeler, superintendent 
of agencies; Hampton H. Irwin, educa- 
tional director; Robert J. Ardison, Dou- 
glass N. Ellis and John P. Veith, agency 
assistants, and Charles E. Dowton con- 
ducted sales clinics. 

Chester O. Fischer, vice-president, was 
speaker at the dinner and when diplomas 
were awarded. Others on the program 
were Michael Marchese, assistant secre- 
tary; Dr. Howard B. Brown, associate 
medical director; James L. Marchese and 
Francis E. Emery, assistant secretaries; 
Homer N. Chapin, second vice-presi- 
dent; Thomas J. Connell, group depart- 
ment manager, and Seneca M. Gamble, 
advertising manager. 


Simon Agency 92% Ahead 


New business volume of the Mahlon 
B. Simon agency of Continental Amer- 
ican Life in Philadelphia is 92% ahead 
of 1946 for the first two months of 1947, 
Premium income exceeds the same per- 
lod by 145%. J. R. Crawford leads the 
company’s entire field force in premium 
income for the year to date. 


C.L.U. Forum Features 


Stanley High, author, lecturer and 
roving editor of “Reader’s Digest,” will 
be moderator of the forum on economic 
and social trends, April 18 under the 
auspices of the New York C.L.U. 

Dr. Herrell DeGraff, associate pro- 
fessor of land economics at Cornell Uni- 
versity, and Walter W. Cenerazzo, 
president of American Watch Workers’ 
Union, will be among the speakers 

Mr. High will act as moderator 
throughout the day and sum up the 
day’s discussions at the end. 

Dr. DeGraff will speak on “Land”. 

Mr. Cenerazzo will speak on “Full 
Production or Planned Economy.” He 
is a printer and labor organizer. 


The Topeka agency of Security Mu- 
tual Life of Nebraska with C. F. Darn- 
old in charge has organized a study club 
with R. W. Muxlow, president; Don 
Dever, vice-president, and Lola Barger, 
secretary. 
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All-Stars Inject Sales 


Vitamins Into GI Crowd 


(CONTINUED FROM PAGE 3) 





for the agent to know how to sell his 
company. Big producers learn to rec- 
ognize what is lacking when a case is 
not written and how to go about sub- 
mitting the missing pieces of insurabil- 
ity to make their sales when a case 
gets into difficulty, he said. 

Field selection is becoming more and 
more potent. Much of the form of risk 
selection is not within the home office 
scope. In this connection, Mr. Imig ad- 
vised giving the company full facts. In 
dificult cases the company may be sat- 
isfied if the agent files an analysis with 
the home office. 

Mr. Imig said that only one applica- 
tion in 10 or 15 is declined, and that 
the ratio would be less if agents 
would be more constructively service- 








T. H. TOMLINSON 


able to the needs of home office under- 
writing departments. The home office 
has no alternative. It is influenced not 
only by additional underwriting informa- 
tion but by the general reliance it has 
come to place upon the agent. If an 
agent is known to display a lack of un- 
derstanding in the face of disappoint- 
ment, to act emotionally in registering 
his dissatisfaction when a case is reject- 
ed or if he advances unrelated or untrue 
data to induce a change in the appraisal 
of the risk, he impairs his chances. 


Education Boosts Earnings 


Though as the final morning speaker 
he was pressed for time, Martin Scott, 
Million Dollar Round Table member, 
prominent in C.L.U. activities and head 
of a pension firm in Los Angeles, deliv- 
ered some pregnant observations on the 
place of education in the agent’s life. 

The most powerful reason for constant 
seeking of education is that through it 
the agent can increase his earnings 
many times, Mr. Scott said. Far from 
being the impractical course of study, 
the C.L.U. movement has demonstrated 
that it equnips the life agent with much 
greater earning ability. 

Mr. Scott said the agent has the re- 
sponsibility to offer the full benefits of 
life insurance through his own knowl- 
edge. He stressed that the individual 
agent should sell the institution of life 
insurance rather than his particular com- 
pany. He said that the agent who has 
been merely skimming the surface” with 
superficial selling should go deeper and 
by gradual stages become familiar with. 
estate programming and pension writing 
to his and his clients’ benefit. Mr. Scott 
said that he was not particularly con- 
cerned with having life insurance selling 
recognized as a true profession. He said 
he would rather have it remain a quasi- 
profession for having it such enables the 
agent to be less formidable and more 
personal and inspirational in his ap- 


proach. 

Luncheon speaker was Grant Hill, 
vice-president and director of agencies 
Northwestern Mutual, who aimed his 
remarks squarely at the many war vet- 
erans and other newcomers present. Mr. 
Hill warned that these are unusual times 
and that many a GI salesman who ap- 
pears to have made a fine record in his 
first year, has merely “skimmed the 
cream” and has not really learned the 
fundamentals of prospecting and selling. 
In these times, he said, a man can be 
successful who operates very loosely 
and many a man who is now selling 
$500,000 a year in poor times would be 
fortunate to hit $150,000. 


Workers Stay on Top 


Mr. Hill said that the man who will 
do really efficient work now is the man 
who will still be on top when the mar- 
ket contracts. He told of the many 
salesmen who cleaned up the easy busi- 
ness prior to 1929 and during the de- 
pression were busted out. Others, he 
said, working industrilously and intelli- 
gently, remained prosperous fixtures in 
the business even during the worst years 
of the depression. 

Mr. Hill advised the agent to take 
stock of himself to see that he is invest- 
ing enough time and money in his busi- 
ness. Each man can afford to invest cer- 
tain amount in mail pieces to keep him- 
self before his prospects and clients. 
He advised his hearers to catch hold of 
the concept of the even flow of business, 
saying that prospects should flow in 
each day and be disqualified or move up 
the list to the point where they are sold. 
This is not a new idea, but is virtually 
unplumbed except in the cases of some 
outstanding producers, he said. 

He advised his hearers not to be 
frightened by the ghosts that are con- 
jured up by some pending switches over 
to the C.S.O. 214% basis. The only time 
questions arise in the prospect’s mind is 
when the agent brings it up. He said 
that Northwestern Mutual has had no 
trouble selling under the new basis. 


AFTERNOON TALKS 


Piloting the afternoon session was 
Gordon D. Adams, president Wisconsin 
Life, who enlivened the proceedings with 
humor and a gracious speaking manner. 

He introduced G. A. L’Estrange, vice- 
president and agency director Wisconsin 
National, who said that increased co- 
operation has been noticeable every- 
where between field and home office. 
Long ago, he said, properly run home 
offices realized the need for being 
agency-minded and likewise intelligent 
field men saw to it that they were home 
office minded. There has been too great 
a differential between the two segments 
which is foolish because both are trying 
to do the same job, he said. Cooperation 
and humaness are absolutely essential. 
He advised his hearers not to tear down 
their own companies, because doing such 
injures the institution of life insurance. 

The colorful Philip B. Hobbs, 
N.A.L.U. president, characterized the 
1947 mid-year meeting as the greatest 
ever held and expressed amazement and 
gratitude that the local people were able 
to do such a magnificent job on short 
notice. 

He said that such sales congresses 
were vital in helping the agent to study 
the increasingly complicated | financial 
matters for which his profession calls. 
As in the case of the doctor, the life 
agent must keep up with the latest de- 
velopments and must teach himself to be 
a specialist instead of calling on a spe- 
cialist whenever an advanced case arises. 

The insurance industry has the great- 
est trade press of any industry, Mr. 
Hobbs declared. He termed it essential 
for each man to read one of the insur- 
ance journals and for each company and 
individual to do as much as possible to 








insure continuation of the excellent press 
service. 

The life agent is working in the 
middle band of the citizenry, Mr. Hubbs 
said, and anything that impinges this 
activity is the concern of N.A.L.U. He 
summed up association accomplishments 
in the matter of qualifications and group 
standards, saying that the N.A.L.U. 
stands on the principle that group in- 
surance serves its purpose best where 
there is an employer-employe relation- 
ship. He told of the efforts to defeat 
the savings bank life bill now before the 
New York legislature to allow mutual 
savings banks to write $5,000 instead of 


the $3,000 now permissible. He scored 
the savings bank advertisements as be- 
ing idiotic as an advertisement for a 
medicine which trades upon the fact that 
no doctor will “bother” the patient. 

Mr. Hobbs reiterated the N.A.L.U. 
stand against extension of NSLI to 
peacetime, terming this a straight inva- 
sion of private enterprise. 

The N.A.L.U. leader said that the 
dynamic qualities of the American econ- 
omy are swinging the picture back to 
normal with the price level down, goods 
more plentiful, and improved relations 
between management and labor. He 

(CONTINUED ON PAGE 25) 
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A THREE-FOLD 
RESPONSIBILITY 


Today’s career life underwriters are faced with a 
three-fold responsibility. 


1. To bring to as many American homes as 
possible the benefits of adequate life insurance 


2. To cooperate as a part of the institution of 
life insurance to combat inflationary talk and 


3. To counsel with all war veterans and urge 
that they retain their National Service Life in- 


Upon the execution of this three-fold responsi- 
bility today depends, to a great extent, the 
prestige and increased usefulness of tomorrow’s 
career life underwriters. 
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OF 100 


HEALTH BENEFITS—$200 for 50 months 
beginning 30 days from date of total 
disability from sickness. Non-cancellable 
- « Non-Proratable. 


ACCIDENT BENEFITS—$200 for 50 months 
from first day of total disability. Non- 
cancellable . . Non-Proratable. 


HOSPITAL BENEFITS—$200 for 3 months 
from first day of total disability either 
by accident or sickness. Non-cancellable 
- « Non-Proratable. 
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LIFE BENEFITS—Double, Triple Indemnity 
- « Waiver of Premium, 
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Agents, here are policies de- 
signed to help you fill that de- 
mand. 


Policies that the Public want and 
NEED. For details write: Wil- 
liam D. Haller, Vice President 
and Agency Manager. 
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cient SERVICE. 


It’s true. . . we’re not as large as many 
... yet can you judge on size alone? 

We honestly strive to measure our stake 
in the kind of a job we do. And biggest 
and best . . . molding profits plus... 


are our gains in friendly service. 


‘ 4 
. Our Maine 
selling point 


- .- today, as always, is friendly, effi- 









Thanks to our Field Force, gains have 


become a Union Mutual custom! 
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The Test of Years 





has proved the soundness of our 


plan of building small agencies headed by working general 


agents. Over the twelve years the plan has been used, 


Western Life agents have made better than average in- 


comes. The quality of the business has steadily improved. 
It’s a plan that appeals to the producer of $150,000 and 


up. Check our financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA 


Since 1910 


MONTANA 


Assets $27,565,906 
Surplus to Policyholders $3,275,000 
Insurance in Force $119,259,560 


R. B. RICHARDSON 
President 


LEE CANNON 
Agency Vice President 
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of the hour, early in the proceedings 
while everyone was feeling fresh. 

He called on E. A. Crane, North- 
western Mutual, Indianapolis, chair- 
man of the by- 
laws committee. 
Mr. Crane ex- 
plained that his 
policy has been to 
resist changes in 
the by-laws _ be- 
cause as they were 
adopted 13 years 
ago, they have 
proved simple and 
workable and _ he 
dislikes to see 
complications _in- 
troduced _ that 
might be difficult 
to administer. He 
said that he was simply submitting two 
proposals that were being strongly rec- 
ommended in certain quarters. He 
pointed out that if they were to be 
voted on at Boston, the membership 
would have to be notified 60 days in 
advance. 


E. A. Crane 


Nominating Procedure Change 

The first proposed change and the one 
that was given clearance is to have the 
nominating committee elected at the an- 
nual rather than at the mid-year meet- 
ing and to provide that two of the mem- 
bers shall be, personal producers, two 
shall be agency heads and one shall be 
selected from a slate of former members 
of the nominating committee, which 
means that he may be either an agent 
or an agency head. 

The second proposal was.the 50-50 
scheme. Whereupon Mr. Nickell took 
over. He observed that in the 13 years 
since the by-laws were adopted, the 
caliber of the soliciting agent has 
greatly improved. He said that about 
half of the presidents of local associa- 
tions are soliciting agents. Among the 
big associations that have a 50-50 rule, 
he declared, are New York, Baltimore 
and Chicago. Texas shortly will vote 
on such a by-law, he declared. 

The advisory council of Chicago, 
which is composed exclusively of solicit- 
ing agents, a year ago proposed the 
50-50 rule for the National association, 
he declared. 


Outlines Conditions 

Mr. Nickell said that a man who is 
a soliciting agent at the time of his 
election as trustee. should be permitted 
to continue on the board for the rest 
of his term if he should become an 
agency head in the meantime. Also, he 
declared, interim appointees to the 
board should be in the same category 
as the man whose vacancy they are fill- 
ing. 

Mr. Nickell reported on an opinion 
poll which his group had conducted. He 
said that he got replies‘from some 300 
local associations and only 25 were op- 
posed to giving consideration to the 
change.in by-laws. 

Vivian Anderson was the first to take 
the floor in opposition. He said it is 
impossible to legis- 
late leadership. He 
emphasized that he 
would like to see 
more personal pro- 
ducers on the 
board. Out of the 
N.A.L.U.’s 59 pres- 
idents, only four 
have been personal 
producers. 

Gets in a Dig 

Mr. Anderson 
got in a dig when 
he said that the 
Chicago association 
in 1933 did every- 
thing it could to “lick me” for president, 
and he was then, as he is now, a per- 
sonal producer. 

Mr. Anderson said he has tried to 
get personal producers interested in as- 


Vivian Anderson 








——; 


suming association leadership. In Ohig, 
however, he said he is the only pep 
sonal producer that has ever served ag 
president of Ohio Assn. of Life Under 
writers. In Columbus seven of the nine 
trustees are personal producers without 
any by-laws, his point being that per. 
sonal producers are readily available for 
home duties, but shy away from state 
and national obligations. He said -it jg 
a mistake to put anything into the by- 
laws that may involve difficulties of ad- 
ministration. 

Many of the associations in Ohio 
that responded in the affirmative to the 
Nickell poll, he declared, did so with- 
out realizing the problems involved, 

McKinley Warren of Boston spoke 
against the proposal. 


Fluegelman Gives 
Arguments 

David B. Fluegel- 
man, Northwestern 
Mutual, New York, 
a personal pro- 
ducer, expressed 
opposition. He said 
in New York City 
where he was pres- 
ident, it is required 
that 18 of the 
board members be 
agents and that 17 
be agency heads. 
That is an excel- 
lent provision, he 
said, but even in such a concentrated 
territory with 2,400 members, it is diffi- 
cult to find agents that are capable and 
willing to do the work. Such an ar- 
rangement can be made to work within 
a small geographical area. Personal 
producer participation is extremely diffi- 
cult to get in the New York state asso- 
ciation of which Mr. Fluegelman is vice- 
president. 

“Many have the ability,” he said, “but 
not the availability.” 

With a 50-50 rule in the National 
association there would always be the 
danger that some year there might not 
be enough qualified candidates for 
trustee on the part of the agents. It is 
class legislation, he charged. Leadership 
must be sought out where it can be got. 





D. B. Fluegelman 


Sees Division Multiplying 


He declared that practically all the 
personal producers who have been trus- 
tees have been members of the Million 
Dollar Round Table, and he said that 
once the precedent was established of 
dividing trustees into categories, the 
round table might desire to have spe- 
cific representation; the C.L.U.s_ then 
might want representation as such and 
perhaps the industrial agents. 

Ralph W. Hoyer, John Hancock Mu- 
tual, Columbus, expressed opposition to 
the drawing of lines between segments 
of the organization. “This should be a 
big happy family,” he said. Carrying for- 
ward Mr. Fluegelman’s point, he sug- 
gested that if lines were drawn, the 
women’s division might ask for specific 
representation. The association, he said, 
should always hold uppermost the ad- 
vancement. of the institution. 

William B. Hardy, New England Mu- 
tual, Cincinnati, said he is a personal 
producer and _ has 
no aspiration to be 
anything else. He 
said he subscribes 
completely to the 
Nickell idea, but he- 
asserted that it is 
not practical at this 
time. He recalled 
that he was on the 
nominating ccm- 
mittee two years 
ago and he said he 








canvassed _ the 
whole field for 
likely leadership 


but found that the W. B. Hardy 
possibilities were few and far between 
in the individual agency ranks, 
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Ricks Strong, John Hancock Mutual, 
Dallas, announced that he was instruct- 
ed by the Dallas 
association to vote 
against the motion. 
E. W. Baker, 
John Hancock, 
Louisville, spoke 
against the plan. 
Charles Kuttler, 
National ‘Life, 
Davenport, recalled 
that the association 
rejected the idea 
that was advanced 
by the Los Angeles 
group of freezing 
the makeup of the 
board geographic- 
ally. The same considerations that 
brought about rejection of that idea are 
applicable to the 50-50 plan, he said. 
When the vote was taken there was 
a thunderous answer to the “no” ques- 
tion, although there seemed to be a 
number on the “yes” side, too. 
Mr. Nickell said that the unanimity 
evidenced there did not correspond with 
the results of his opinion poll. “We also 
want a happy family,” he said, indi- 
cating that unity could best be pro- 
moted by the by-law that he favors. 


Ear Bending Tabu 


The council proceedings, under the 
gavel of the fleet-witted and decisive Mr. 
Hobbs, were sharp. The committee re- 
ports in a printed pamphlet had been dis- 
tributed ahead of time and the council 
members were credited with having read 
them, so that the various chairmen in 
their oral presentations confined them- 
selves to reporting the net of the open 
sessions of the committees the previous 
day or provided other brief illumination 
or offered motions, if action were neces- 
sary. Ear bending was tabu. 

Jul Baumann, Pacific Mutual, Hou- 
ston, the vice-president, reported on the 
revision of the “Statement of Guiding 
Principles” as outlined in THE NATIONAL 
UNDERWRITER last week. He recalled that 
last year the council approved in prin- 
ciple a tentative statement. This was 
widely circulated. Now a revised draft 
has been promulgated. The trustees, he 
said, had approved it. Seven gave it the 
nod without reservation, four disap- 
proved with comments, three approved 
with comments and three didn’t vote. 


How Local Units Voted 


Of the expressions received from lo- 
cal associations, 66 were approbatory, 33 
were approbatory with comments and 
four were unfavorable. Of the compa- 
nies heard from, 19 applauded, 19 ap- 
plauded with comments and two were 
against it. 

The council, on motion of Mr. Bau- 
mann, adopted the statement and di- 
rected that it be gotten up in pamphlet 
form and sent to all NALU members 
and to company management. 

Carlton W. Cox spoke for the func- 
tions and activities committee, the name 
of which is something of a tongue 
twister. He outlined the proposal for 
the new setup of the nominating com- 
mittee, which was later ratified for sub- 
mission at Boston. If the nominators 
were selected at the annual meeting, he 
observed, they would have a full year to 
search for trustee material and would 
have a better opportunity to unearth can- 
didates from agency ranks. 

On the matter of paying certain ex- 
penses of trustees, Mr. Cox said that the 
trustees turned it down despite the fact 
that the opinion survey was decidedly fa- 
vorable to the idea. Of 207 replies re- 
ceived from local associations, 178 were 
favorable, 24 disapproved and five an- 
swers could not be catalogued. 


To Reshuffle Committees 


E. A. Crane, in continuing his report 
as chairman of the by-laws committee, 
after the 50-50 question had been dis- 
posed of, said that an amendment will be 
prepared for a change in name of some 
of the committees, for converting some 





Ricks Strong 





en 


of the special committees into standing 

committees and redefining duties. 
Another amendment will be offered to 

Provide for the creation of an executive 


XUM 


committee to act between meetings of 
the trustees. Mr. Crane said some be- 
lieve the trustees could delegate such au- 
thority without such an amendment, but 
the change will be submitted anyway. 
Still another amendment will be one 
to do away with multiple voting. Each 
member of the council would be limited 
to one vote. That is, he could vote 
either in a representative capacity as 
president or national committeemen of 
his local association or in his personal 
capacity as an officer, trustee, former 
NALU president or chairman of a 
standing committee, but not in both 
capacities. He pointed out, however, 
that a local association, which might to- 
day get two votes in one representative, 
could still get two votes by sending as 
its voting representative a man who 
does not have a vote in a personal cap- 
acity. 
Hold Fire on NSLI Change 


John D. Marsh, Lincoln National, 
Washington, veterans affairs chairman, 
supplemented his written report with a 
plea to insurance men to refrain from 
agitating the question of a terminal date 
for National Service Life Insurance un- 
til plans for a specific proposal are for- 
mulated. Then the agents, he observed, 
can use their influence in an orderly 
manner. 

Steacy Webster, Provident Mutual, 
Pittsburgh, said the life insurance infor- 
mation committee will soon conduct a 
survey on what is being done to utilize 
Institute of Life Insurance material. In- 
cidentally Holgar Johnson, Institute 
president, was reporting unofficially 
that his organization has gotten more 
material into the hands of the public in 
the first two months of 1947 than it did 
during the entire year 1946. 

Clifford H. Orr, National Life of Ver- 
mont, Philadelphia, for the committee on 
education, said that as time goes on the 
chances are that the committee will give 
more attention to promoting undergrad- 
uate insurance work. At the commit- 
tee meeting the previous day sparks 
were touched off when leaders in the life 
insurance marketing courses, with their 
intensely practical, dollars and cents ap- 
proach, offended the scholasticism of 
Robert Mayer, who teaches insurance un- 
dergraduate courses at Butler University. 
He pointed out that Butler does not turn 
out “quick agents.” It undertakes to 
blend insurance instruction into a basic, 
liberal education, with emphasis on con- 
tributing to good citizenship. He said 
35 are now in the insurance courses, 
which come in the junior and senior 
years. 

Mr. Orr, at that time, remarked in ef- 
fect, that the marketing courses and in- 
surance undergraduate instruction are 
horses of entirely different garages and 
he expressed satisfaction that so much 
interest is being manifested in both di- 
rections. 

At the council meeting he presented 
E. L. G. Zalinski, formerly New York 
Life Connecticut manager at New Ha- 
ven, whose appointment had just been 
announced as director of the institutional 
intermediate training operation. Mr. Za- 
linski was warmly applauded. He will 
have offices at 11 West 42nd street, New 
York, in the same building but in sepa- 
rate quarters from NALU. 


Judd Benson Leads Off 


At the afternoon session Judd Benson 
led off with a supplement to his report 
as chairman of the law and legislation 
committee. 

Mrs. Lillian L. Joseph, Home Life, 
New York, made a gracious respense as 
chairman of the committee on women 
underwriters. 

Harold P. Cooley, New England Mu- 
tual, general chairman for the Boston 
convention, outlined some of the attrac- 
tions that are being arranged for that 
week. He said that Wednesday after- 
noon and evening of convention week 
are to be left open for fun. There will 
be a repetition of the Boston harbor 
cruise that was provided when Boston 
was last host in 1936, while for the land- 
lubbers, 500 seats have been reserved for 
the Red Sox game. 

Wednesday evening, the hosts hope to 























CHECK THESE 


In Checking Up On The Future 


1. A long range of policies to enable you to 
offer some form of insurance to more 
people. 


2. Rates that compare more than favorably. 


. Commission scale that is outstanding by 
any standard of comparison. 


4. Promotion when ready for it—with con- 
crete conditions explained when accept- 
ing your contract—don’t have to haggle 
when you show the ability. 


ASK ANICO OR ANY ANICO 
REPRESENTATIVE 


#1500 ,000 ,000 
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AN HONORABLE 
PROFESSION 


The Beneficial Career Underwriter is 
a benefactor to humanity. Through his 
efforts mortgages are paid, widows 
are enjoying financial security, men 
and women are receiving retirement 
checks, children are educated, and 
businesses are saved from liquidation. 


The services rendered by the career 
underwriter are an integral part of our 
American way of life. 
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be able to stage a big variety show at 
the Copley Plaza. 

The ladies are going to get especial 
attention and he had only to announce 
who would be in charge of their activi- 
ties to satisfy everyone that this is one 
that will be made to order for the wives. 
Mrs. George W. Smith, whose husband 
is president of New England Mutual, 
and Mrs. Paul F. Clark, whose husband 
is president of John Hancock Mutual 
and former NALU president, will do the 
honors. 


Room Reservations 


Mr. Cooley said room reservations 
should be made through the Boston 
Chamber of Commerce convention bu- 
reau. 

John P. Costello, Southwestern Life, 
Dallas, as chairman of the agents com- 
mittee, said he would welcome sugges- 
tions on men who would be valuable ad- 
ditions to that committee. 

At this point on a show of hands it 
was discovered that 48 of the council 
members then in the room were agents 
and 47 were agency heads. 

Mr. Nickell again took the microphone 
and what he asked for he got without 
ado. As chairman of the agents com- 
pensation committee he proposed that an 
expert be employed at national head- 
quarters immediately to study the vari- 
ous compensation plans so that a de- 
tailed report can be made at Boston and 
that the information developed be dis- 
seminated through “Life Assn. News.” 
This motion carried. Apparently there 
is some question whether these investi- 
gations shall be made by the present 
NALU staff or whether it will require 
an extra hand. There have been sugges- 
tions from time to time that NALU em- 
ploy a full-time actuary. 


Composition of Renewals 


Also Mr. Nickell’s report carried a 
statement of principle that renewals are 
deferred selling, commissions and that 
50% and nine 5’s or their equivalent be 
the minimum that shall be vested. The 
open committee meeting the previous 
day attracted a large attendance and the 
session ran throughout the morning and 
well into the lunch hour. There seemed 
to be little or no dissent from the theory 
that any departures from or additions to 
the traditional compensation pattern 
should not tamper with vesting. The de- 
bate centered largely on how insistent 
the group ought to be in pressing its 
pot and as to the timing of an offen- 
sive. The view that seemed to prevail 
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was that the group should hold its fire 
until the factual studies are ready. The 
point was made that it would be incon- 
sistent on the one hand to insist upon a 
certain formula and on the other hand 
to sponsor a study to develop compara- 
tive data. 

Charles J. Currie, Mutual Life, At- 
lanta, reported as membership chairman 
that at that moment there were 39,000 
members, which was 10,000 more than on 
the same date a year ago. 

Clancy Connell, Provident Mutual, 
New York, said the past presidents com- 
mittee had hoped to get under way a 
history of NALU, so that it could be 
completed by 1950, but the consideration 
of cost is such that this may not be pos- 
sible. 

The Milwaukee and Wisconsin hosts 
saw to it that the visitors had plenty of 
fun and conveniences, even though Mil- 
waukee was a last minute substitute for 
Roanoke, which had to surrender the 
host assignment because a necessary ho- 
tel addition will not be completed until 
next month. 


Beer and Cheese 


The Milwaukee - Wisconsin group, 
maintained headquarters day and night 
featuring the home state delicacies of 
beer and aged cheese. A cocktail party, 
dinner, and main line variety show was 
the contribution of the Wisconsin com- 
panies and during the evening execu- 
tives of these companies were given a 
big hand, they being Grant Hill, North- 
western Mutual; A. Schmedeman, 
National Guardian; Gordon D. Adams, 
Wisconsin Life; W. J. Moore, Old Line 
Life, and G. A. L’Estrange, Wisconsin 
National. 

The previous evening Charles E. Clee- 
ton, Occidental Life, Los Angeles, and 
an NALU trustee and the California del- 
egation gave a cocktail party. 

On the day of the national council 
meeting, the Milwaukee Managers Assn. 
held a luncheon meeting that was ad- 
dressed by Holgar J. Johnson and Judd 
C. Benson. 

In addition to the professional enter- 
tainers, the banquet group was treated 
to feats of magic by R. M. Vetter, gen- 
eral agent at Madison for Continental 
Assurance. 


Has 16 Plus Months 


The Alexander F. Gillis agency at 
Newark of Provident Mutal Life has 
had 16 consecutive plus months, a new 
record for New Jersey. 





As we enter our FIFTIETH 
YEAR in the Life Insurance 
business, we renew our 
pledge to serve and protect 
the American family. 


Our portfolio of Ordinary 
and Weekly Premium con- 


tracts is being broadened 
constantly to keep pace with 
changing needs. 











GENERAL AGENCY OPPORTUNITIES 


Victory Mutual Life’s new business in 1946 increased 191/, percent over 1945. 
Company has general agencies open for Dayton, Springfield and Youngs- 
town, Ohio; Rochester and Troy, New York and East St. Louis in Ilinois. 
Liberal contracts for qualified men. Write 


G. W. Jones, V. P. 
Victory Mutual Life Insurance Company 
2340 Eighth Avenue 
New York 27, N. Y. 














Advertisers Prepare 
Rainy Day Ahead 


for Possible 
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on the costs of attending 135 colleges. 
The return on this has been the least 
of any of the several this company this 
using, but each return reveals a real 
insurance situation. The prospect is 
qualified. The return has been 10% 
on this item. On the social security 
approach letter, offering a memorandum 
book, the return has been 18%. The 
company offered a date and expense 
booklet for women, and the return was 
32%, but practically no insurance sales 
were made. On an offering of a pen- 
cil case, with children’s name imprinted, 
there were 12% replies, but two or 
three children’s names to each reply, 
which provided a 30% prospect return. 
On the pencil case offering the aver- 
age sale was $2,800; almost $10,000 on 
the estate programming letter, etc. 
Sales averaged one in 10 on the bait 
letters over three years, Mr. Gentry 
said. 

Some companies use national adver- 
tising reprints in letter mailings to 
build prestige for the company and 
individual agents. 

Direct mail must be merchandised 
if agents are to use it effectively and 
continuously. The merchandising can 
be done through company magazines, 
sales meetings and in other ways, but 
unless it is done, agents will quit using 
it, no matter how effective the item 
is in producing results. 

One company reported that by elimi- 
nating the technical insurance language 
in one direct mail letter, it increased 
returns from 17 to 30%. 

Sometimes it is difficult to tell just 
how essential direct mail is, Seneca M. 
Gamble, Massachusetts Mutual Life, 
commented. During the war his com- 
pany offered a ration book case, secured 
a 57% return, but found there were 14 
sales per 100 names among repliers and 
16 among non-repliers. 


Big Return on Investment 


The country-wide average return for 
New England Mutual agents in first 
year commissions is $24 for every $1 in- 
vested in direct mail cost, Mr. Gentry 
said. If renewals are considered, the re- 
turn is $40 for $1. Some agents’ results 
run higher. 

Howard D. Shaw of Girard Life won- 
dered why more unusal ideas are not 
used. For example, one agent uses a 
penny postal, writes on it, “I plan to 
call on you Wednesday at 7:30 p. m. If 
this is not convenient, phone me.” The 
results have been excellent. This is used 
with old policyholders. 

One problem discussed at the sales 
promotion forum was a definition of 
sales promotion. L. B. Hendershot of 
Berkshire Life said that it doesn’t in- 
clude advertising. Mr. Trangmar 
agreed. Metropolitan Life’s national ad- 
vertising, for example, is not sales pro- 
motion but is aimed at improving mor- 
tality. Charles Crane of National Life 
wondered if Metropolitan doesn’t have 
requests from agents to include promo- 
tion of sales in national advertising. Yes, 
Mr. Trangmar answered, but they get 
sales tools in other ways. Mr. Hender- 
shot believes it is advantageous to con- 
sider advertising and sales promotion 
separately; then each is more effective. 


Berkshire’s Plan 


Berkshire’s “triangle plan” of mer- 
chandising, based on needs, personal 
problems and life insurance as the solu- 
tion to those problems, was described by 
Mr. Hendershot as a broad, integrated 
sales promotion plan, backed by adver- 
tising, direct mail, and other promotional 
aids. Few companies, he said, have a 
good, seasoned merchandising plan. 

“Your Family, Inc.” was discussed by 
Seneca Gamble. 

Lately Metropolitan has had a num- 
ber of requests for special visual aids 
dealing only with retirement income, 
Mr. Trangmar said. 


ee 


One retirement income presentation 
Massachusetts Mutual put out used 4 
$20,000 policy as illustration. Of the 
first six reports on sales as a result of 
the promotion, five were for $20,000, Mr 
Gamble noted. The other was for $16. 
000. 

Many top flight producers don’t use 
visual sales aids, Margaret Divver, John 
Hancock, said, but you can’t run a com. 
pany on and for top flight producers 
only. If a company gets 25% of its 
agents to go along with a piece of pro- 
motion, it should be well satisfied, sey- 
eral agreed. 


Interest in Business Insurance 


Norman Klages, Reliance Life, saiq 
there is a lot of interest now in business 
life insurance, and much new literature 
is being issued on the subject. Others 
had noted this trend. 

One problem is to determine whether 
a piece of te age 4 of continuing in- 
terest to agents. Gamble said he 
keeps an inventory ae then periodically 
sends a list to agents for them to check, | ° 
In this way only pieces being used or in 
which the agents are interested are con- 
tinued. 

Another problem is testing promotion 
items. Some companies do this with se- 


lected agents over the country; another |‘ 


has three test agencies. Home office 
agencies are not good because usually 
they aren’t typical. 

With company magazines it is often 
difficult to have a single, clear editorial 
policy because of several purposes they 
must attempt, Mr. Walker said. Should 
they deal with sales promotion, recogni- 
tion of agents, public relations? 


Community Feeling 


The answer at Home Life, said Paul 
Troth, is to make it a company publica- 
tion—for home office executives and em- 
ployes, field offices and employes; to 
help weld the organization into one do- 
ing a life insurance business. Home 
Life’s publication has been successful in 
* big He 

. Gamble said another way is. to 
have’ a publication for each of several 
major things that the company maga- 
zine attempts to do. 

What do the companies get from the 
15% they spend with advertising agents 
was the principal topic of the national 
advertising session. Some company at- 
vertising men indicated they were sat- 
isfied with what they receive in way of 
service; others showed that they don't 
think . they get their. money’s worth. 
Russel] Noyes of Phoenix Mutual; Al 
Randolph, Penn Mutual; Irene Mor- 
gan of National Life; J. F.Crowley, 
Metropolitan; N. B. Priddle, Dominion 
Life; C. E. Crane of National Life; Mor- 
gan S. Crockford, Excelsior Life; and 
Miss Divver participated in a discussion 
of this topic, radio advertising, and 
formulae for budgeting advertising ex- 
penditures. 

There was considerable interest but 
little experience in radio advertising. 
Metropolitan has done some, and John 
Hancock is now experimenting with the 
Boston Symphony. Mr. Crowley said 
that his company had changed pretty 
much from transcriptions to live copy on 
the radio because of the usual type of 
transcribed program. Metropolitan. is 
just starting a 47-station news program 
with the theme of “A good hint for good 
health.” Jefferson Standard successtully 
is using spot announcements, with 
agents sharing local cost. Currently there 
is a lot of demand for mat service by 
agents, Mr. Noyes reported. 


Policyholder Relations. 


The session on policyholders . rela- 
tions was one of the. liveliest and most 
productive of the program. Miss Shuler 
described Fenn Mutual’s new movie, a 
18-minute animated presentation that 
combines the centennial and annua 

(CONTINUED ON PAGE 28) 
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| RES Sales 
___|Congress Sparkles 


ntation{ = (CONTINUED FROM PAGE 21) 
Of the gid that in all probability, the dollars 
that will be returned to today’s policy- 
00, Mr Jholders will be worth considerably more 
or $1¢.|than they are now. be 

"| Charles J. Currie, Mutual Life man- 
ager in Atlanta, and membership chair- 
man of the National Association, de- 
dared that, though the membership has 
grown mightily, there still remains the 
job of building it even stronger, so that 
the public will have confidence in the 
association and each one of its members. 
He drew the parallel between N.A.L.U. 
and the medical and bar associations, 
saying that most people would not con- 
sider calling in a doctor or lawyer who 
isiness | WAS, NOt a member of his national asso- 

ciation. He said that N.A.L.U. has the 

thers |same purpose in mind as the other pro- 
fessional associatiens—to protect the 
hether | practicitioners and the public. 


ng in-|Cites Low Membership Cost 


For those in the association fold, he 
said it was vital to make the public re- 
lations value so high that the agent can’t 
afford not to belong. He advised con- 
tinuation of spreading public relations 
through specific plans through the as- 
sociation and not in a multitude of dis- 
jorganized projects. He pointed out that 
it costs much more to belong to any 
of the business associations or fraternal 
lodges than it does to belong to 
N.A.L.U. 
Closing the program at a high level, 
Hugh S. Bell, general agent Equitable 
houla| of Lowa, Seattle, employed his infec- 
tious personality and a rainbow of col- 
ored chalk on the blackboard to illus- 
trate what it takes to attain success in 
life insurance. He said that success is 
Pau first of all a matter of substantial char- 
blica- | 2cter and personality. The life sales- 

man must be stable and possess a posi- 





@ tive mental attitude with the will to win, 
e do.| because it takes a great deal of nerve 
Tome | t° call on prospects. He must steer 
ma clear of negative ideas. He must read 
up on his business. In this conjunction, 
i - Mr. Bell said that the insurance jour- 
veri nals are fine examples of educational 
14g and news publications and that each 
agent should read at least one of these 

1 the journals. \ 
vents| Mr. Bell said the agent must be pos- 
sonal sessed of kindliness and decency and 
ad. | must be “nice folks.” The job calls for 
a work. He said there are three kinds of 
yd loafers, the technician, who spends all 
ion't his time at his desk in semi-actuarial 
orth computations, the competition hound 
: Al who contents himself with trying to 
‘nde steal other men’s prospects rather than 
r looking for his own, and the garden va- 
WY; | riety loafer who keeps up with the latest 


re movies. He said the agent must have 
. pride in himself, his city, and his com- 
and} pany and that a man of pride is usually 


S100 | a successful man. 

an 

ex- Tar 

bia Caravan Goes to San Jose 


ing, Harry N. Lyon, general agent of Fi- 
ohn} delity Mutual Life in San Francisco 
the} and a colonel of marines in the war, is 


chairman of the northern California 
sales caravan which will visit San Jose 
March 21 and provide the program at 
the monthly meeting of the local asso- 
ciation. Robert M. Slater is chairman 
of the local caravan committee. 

Speakers include: S. B. Brooks, assist- 
ant manager Guardian Life, San Fran- 
cisco, on “What a Life,” dealing with 
career underwriting; A. E. Weimars, 
Oakland agent of Metropolitan, ‘Family 
Insurance Specialist”; W. R. Massingale, 
Fidelity Mutual, San Francisco, “Hoist 
the Jib Halyard”; J. M. Hamill, Equit- 
able Society, San Francisco, president 
California Assn. of Life Underwriters, 
“Association Activities”; R. E. Dye, as- 
sociate manager New York Life, Oak- 
land, ‘“Peace—It’s Wonderful,” and 
George Mortensen, associate manager 
Equitable Society, “Modern Program- 
ming.” 


Pittsburgh Sales Pageant 

The centennial of the first recorded 
life insurance sale in Pittsburgh, to one 
Robert Finney, was celebrated there by 
representatives of Mutual Benefit Life 
at a dinner and pageant. Host was M. 
Jay Ream, general agent. 

This sale was reenacted in the pa- 
geant, which included scenes of the Fin- 
ney family entertaining President and 
Mrs. Lincoln, en route to the White 
House. 

Harold Hersperger and Mrs. J. D. 
Ennis, Mr. Finney’s grandchildren, who 
had never met previously, although both 
live in Pittsburgh, were brought to- 
gether as a result of endeavors to locate 
Mr. Finney’s descendants. 

Mr. Ream gave a talk, “Hats Off to 
the Past—Coats Off to the Future.” 

H. G. Kenagy, vice-president, gave a 
short history of the company in that 
part of Pennsylvania. 


$3 Million in One Day 

On the first day of the March cam- 
paign of Unity Life & Accident in honor 
of President E. R. Deming, life applica- 
tions in the amount of $3 million were 
submitted. This was an all-time record 
and exceeds last year’s first day by more 
than $1 million. The quota for March is 
$7 million. Mr. Deming entertained sev- 
eral agency heads who were able to get 
to Syracuse for the first day of the 
campaign. 


Kansas Dates May 15-16 

Kansas Assn. of Life Underwriters 
will hold its annual meeting at the Kan- 
sas hotel, Topeka, May 15-16. 


McCahan Pittsburgh Speaker 


The Pittsburgh C.L.U. chapter was 
addressed. at a luncheon’ meeting 
Wednesday by Dr. David McCahan, 
dean of American College, and there was 
a talk on “Orphans Court Practice.” 


To Speak on Wagner Act 


“The Wagner Act and Group In- 
surance will be the subject of an address 
by Joseph E. Gubbins, attorney dealing 
in labor relations, before the Group Su- 
pervisors division of the Chicago Assn. 
of Life Underwriters at a luncheon 
April 7. 
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1907 — Fortieth Anniversary — 1947 


At the beginning of our fortieth year Protective Life is 
proud to report insurance in force of over $242 Million—an 
increase of over $43 Million during the last 12 months. 


During the past 7 years, insurance in force has more than 
doubled and in 1946 the net increase was 22%. During 1946 
the sales of new insurance was 98°/, greater than in 1945. 


Consistent, Healthy Growth Is No Accident 


Such achievement is possible because of the public's ac- 
ceptance of Protective's complete line of policies and results 
achieved by well qualified Protective Life field represen- 
tatives. 


@ General Agency openings for qualified life underwriters 
@ Liberal Agency Contracts 
© Up-to-minute aids in §ecruiting, Training — Sales 
®@ Close Home Office cooperation 
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Ask Continuation of War 
Time Simplifications 

NEW YORK—At its meeting here 
April 7-9 the blanks committee of Na- 
tional Assn. of Insurance Commission- 
ers will be asked to make permanent a 
number of wartime simplifications in the 
annual statement blank, to approve a 
new, simpler and more ‘realistic exhibit 
of life insurance policies, and to change 
schedule “T” to bring it in line with cur- 
rent conditions. These proposals are 
made by the joint committee on blanks 
of American Life Convention and Life 
Insurance Assn. of America. 

So far as the companies are concerned, 
the difficulties which gave rise to the 
granting of their request for relief from 
individual listing are present today just 
as acutely, if not more acutely, than dur- 
ing the war period. Company staffs 
have been operating on an overtime 
basis throughout the entire year and the 
cost of overtime is tremendous. Staffs 
are overtaxed and dissatisfied with the 
‘long hours of work. Shortages in help 
are just as acute in the branch offices 
as in the home offices. Similarly, the of- 
fices of the various insurance depart- 
ments are said to be overtaxed and the 
suggestions made should be helpful to 
them as well as to the companies. Some 
of the large companies, at the present 
time, are understaffed by as muh as 
10% and the extra load incidental to de- 
tailed listings in the schedules is beyond 
the capabiity of a great many compa- 
nies. 

Wartime economies which the assOcia- 
tions woud like to see retained include 
summarizing rather than detailing infor- 
mation on real estate valued up to $100,- 
000 or 1% of assets, whichever is less, 
and the omission of a_ considerable 
amount of detailed data on real estate 
and other forms of investment where 
the information is of no practical value 
and can be readily obtained from other 
sources if desired. 


Common Stock Results 


Because of Provident Mutual Life’s 
conservative tradition, its decision in 
1944 to buy common stocks in a modest 
way attracted the attention of the in- 
dustry. Its new annual report states 
that its holdings of common stocks at 
cost price now total $9,365,000. At the 
time of purchase the average yield on 
these stocks was 3.99% and this has 
since increased to 4.6% based on cost. 
Some sales have been made resulting in 
aggregate gain of $352,000 over cost. 
The common stock holdings carried on 
the books at N.A.I.C. valuations exceed 
cost by $771,000. 


Agency Heads, C.L.U. Confer 


The Hartford General Agents & 
Managers Assn. held a joint meeting 
Thursday with the Hartford C.L.U. 
chapter. William Fenniman, vice-pres- 
ident and trust officer Phoenix State 
Bank & Trust Co., discussed “Coordi- 
nation of the Insurance Estate with the 
General Estate.” 








Companies Held Liable in 
Oklahoma for Tax 


OKLAHOMA CITY — Out of state 
insurance companies operating in Okla- 
homa in 1944 are liable for approxi- 
mately $2,500,000 gross premium taxes 
on business done in the state that year, 
according to an opinion by the attorney 
general to Commissioner Dickey. 

The opinion holds that both the old 
law. existent at the time, and the new 
law that became effective Feb. 28, 1945, 
were applicable. The attorney general 
suggests that the department immedi- 
ately notify companies that they owe 
this tax and call attention to the privi- 
lege they have of paying it under pro- 
test. 

The ruling was in response to a re- 
quest by the commissioner, asking 
whether the department should have col- 
lected in 1945 the 4% premium tax 
levied in 1941 for the license year be- 
ginning March 1, 1944, and ending Feb. 
28, 1945. The department had collected 
the premium tax levied by the 1945 act 
for the license year beginning March 1, 
1945. 


P. R. Course Draws 125 


More than 125 life insurance office 
employes have completed the public rela- 
tions course conducted by the Life 
Agency Cashiers Assn. of ‘Detroit and 
Windsor in conjunction with the Gen- 
eral Agents & Managers group in De- 
troit. The course covered six weeks 
and included a number of outstanding 
speakers. Richard M. Lavell, Manu- 
facturers Life, was chairman of the com- 
mittee which had charge of the course. 





Award to Gastil Agency 


The Walter G. Gastil agency of Con- 
necticut General Life at Los Angeles 
has been selected for the outstanding 
agency award in the top bracket of the 
company agency. This is the sixth time 
in 12 years the agency has received this 
award. 





Penn. Mutual Movie on Coast 


About 400 attended the reception and 
buffet of the San Francisco agency of 
Penn Mutual Life where the centenniial 
movie was shown. Principal speaker 
was President John A, Stevenson. 

On Friday Malcolm Adam, vice-presi- 
dent, will be host at a similar meeting at 
Oakland. There was a showing Tues- 
day at Los Angeles. 


Deinel to St. Louis 


Cay R. Deinel, who has been Kansas 
City manager of Life & Casualty, has 
been transferred to St. Louis as manager 
of the North St. Louis branch. 








Henry G. Drabin Resigns 

Henry G. Drabin has resigned as gen- 
eral agent of State Mutual Life at San 
Francisco to devote his time to personal 
production. 








past quarter century. 


000,000. 





A GOOD “GROWING” YEAR 


The Woodmen of the World enjoyed a good growing 
year in 1946, with greater gains than any year in the 


It recorded net gains of 22,720 members and $24,207,000 
in insurance in force. Its assets grew more than Five 
Million Dollars to exceed $158,000,000, and its reserves 
climbed upward $4,600,000 to a new high of $154.,- 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBR. 

















Central Life of Illinois 
Shows Big Surplus Gain 


Surplus to policyholders of Central 
Life of Illinois increased $801,828 during 
1946, bringing the total to $3,429,803. 

Assets are $30,594,512, an increase of 
$1,828,078. 

Insurance in force is now $135,325,- 
643. 


Opens New Spokane Office 


Under the direction of Herbert V. 
Sorensen, assistant manager, Prudential 
has opened an ordinary office at Ta- 
coma, Wash. It will operate as a 
branch of the Seattle ordinary agency, 
which is under the management of Aus- 
tin Thayer. 





Landau in Action Again 


Jake Max Landau, the notorious in- 
surance swindler, has been identified 
through handwriting as being in action 
again in the vicinity of Kansas City, 
Mo. A warrant has been issued for his 
arrest by the Springfield, Mo., authori- 
ties. 

Landau’s tactics grag follow the 
same pattern. He calls on widows in 
grief from the recent death of their 
husbands, identifies himself as an in- 
surance adjuster, claiming the husband 
possessed a fully paid policy with the 
company. To receive payment, however, 
Landau declares the widow must pay 
a certain amount to cover expenses in 
handling the matter. 

Landau escaped from the penitentiary 
at LaGrange, Ky., early last year. A 
$100 reward is offered by Kentucky 
authorities for is apprehension, 


Flower Home Director 


Henry C. Flower, Jr., vice-president 
and director of J. Walter Thompson 
Co., has been elected a director of Home 
Life of New York. 





Joseph Davis a Director 


Joseph Davis, president of four Buf- 
falo companies in engineering, contract- 
ing and allied lines, has been elected a 
director of Security Mutual Life of 
Binghamton. 





High Average Earnings 


Franklin Life finds that an aggregate 
compensation was paid to its agents last 
year of $4,372,000. The top 100 repre- 
sentatives averaged cash earnings of 
$18,000. The top 10 averaged $39,972; 
the 25th man earned $21,417; the 75th 
$11,861, and the 100th man earned over 
$10,000. 





Opens New Tex. Unit 


Prudential has opened an office at 
Wichita, Tex., under Charles F. Bur- 
dette, Jr., as assistant manager. It is 
a branch of the San Antonio ordinary 
agency. 

Mr. Burdette was formerly examiner 
for Reconstruction Finance Corp. at San 
Antonio and an officer of Producer’s 
Wool & Mohair Co. at Del Rio. 


Sun Life Publication 


The annual] publication of Sun Life of 
Canada, incorporating annual statement 
figures, is attracting favorable attention. 
It is very appealing typographically and 
contains many features enabling a pol- 
icyholder who is not grounded in the in- 
tricacies of finance, to grasp the overall 
results. 








W. J. Farley has been appointed cash- 
ier of the Mammel agency of Farmers & 
Bankers Life at Wichita. 

David L. Shultes, chief of the New 
York department’s statistical bureau, 
gave two lectures on insurance super- 
vision before classes of the Albany Busi- 
ness College. 

Raymond W. Simpkin, agency comp- 
troller of Connecticut Mutual, has been 


elected vice-president of Hartford Com- 
munity Chest. 


Alexander Iowa Possibility 


DES MOINES—Sterling A. Alex. 
ander, Webster City attorney, is bej 
mentioned as a possible successor to 
Charles R. Fischer as insurance com. 
missioner. 

Mr. Fischer, who has held the pog 
since 1939, the longest term of any 
Iowa commissioner, has not been 
candidate for reappointment. 





Zerbst Agency Secretary 


Walter R. Zerbst has been appointed 
agency secretary of U. S. Life. He wij 
handle all phases of service to the agent; 
and will act as liaison between the field 
and home office. 

Mr. Zerbst has been an insurance map 
14 years. He attended University 9 
North Carolina. 

Before going with U. S. Life Mr 
Zerbst was with the H. Arthur Schmid 
agency of New England Mutual at Ney 
York and prior to that he was with the 
Wells & Connell (now C. D. Connell) 
and the Tunmore agencies of Prov 
dent Mutual. 





Confirm Minn. Appointees 


ST. PAUL—Appointments of Newell 
R. Johnson as insurance commissioner 
and Richard C. Purcell as secretary of 
the state compensation insurance board 
have been confirmed by the Minnesota 
senate. Commissioner Johnson is re 
appointed. 


Qualification Bill in N. J. 


Senator Charles Barton has _intro- 
duced the N.A.L.U. agents’ qualification 
bill in the New Jersey senate. 

Those who served in the war will not 
have to take examination, if they at any 
time held a license or a broker’ s license 
in New Jersey. 


Stribling Opens New Offices 

Harold Stribling, former manager oi 
California-Western States, recently ap- 
pointed general agent of Manhattan Life 
at Oakland, Cal., has established district 
offices at Richmond and Alameda. He 
has appointed John F. A. Maguire 
agency supervisor in the headquarters 
office in Oakland. Mr. Stribling is pres- 
ident of the Oakland General Agents & 
Managers Assn. 











The estate of the late Dr. Charles E. 
Albright of Milwaukee, millionaire pro- 
ducer for Northwestern Mutual Life, is 
valued at $5,482,580. This is exclusive 
of life insurance of $685,000. Dr. Al- 
bright when he died last June was 78 
years of age. He was a director ina 
score or more corporations. 

Charles R. Harris, New York Life, 
Louisville, is receiving congratulations 
on his excellent persistency record. On 
two years business totaling 160 appli 
cations for $780,000 there were only two 
lapses for a total of $4,000. He will soon 


‘complete 20 years with New York Lite 


and has completed more than 1,000 


weeks of consecutive production. 





“Since 1868”"—the 
best in Life Insurance 
Service for Catholics 


CAatROLIC 
@ FAMILY PROTECTIVE 











LIFE ASSURANCE SOCIETY 
726M. WATER STREET + MILWAUKEE 2, Wit 
Whole Family Life laowrence fer Catholes 
THE WOMAN'S BENEFIT ASSOCIATION 
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PANEL ON PROSPECTING IS 
STAGED AT CHICAGO 


(CONTINUED FROM PAGE 10) 
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along very well without a list. He never 
delivers a policy without securing re- 
ferred leads. “I am confident that at any 
time I can pick up anywhere from 10 to 
95 referred leads from my policyhold- 


s,” 


Cold canvass of the coldest sort was 
discussed by Richard Smith, Equitable 
Society, who finds it a great way for a 
new agent to break into the business, 
and a tonic and sure-fire method of se- 
curing worth-while prospects. 

The new man, he said, can’t rely on 
referred leads, on selling new business 
to old clients, or on people calling on 
him for insurance. He must devise some 
plan to get the ball Shape “IT believe 
that is the toughest job that ever con- 
fronts a man in this business.” The new 
man is trained, furnished tools, etc.; he 
has all the necessary qualities for success 
at his disposal, Mr. Smith said, but how 
is he going to get started, how make the 
first sale, and the second, third, etc? 
How long will it be between cases? How 
is he going to sell enough cases in the 
first few months so he will make a rea- 
sonable living? 

Mr. Smith selects a cold canvass list 
from the telephone directory, merely 
names and addresses, persons about 
whom he knows nothing in advance. In- 
stead of calling in person, he telephones, 
on the theory that there will be a cer- 
tain percentage of favorable responses 
and the telephone saves a great deal of 
time. That this theory is tenable, was 
proved not long ago when a stranger- 
prospect replied he had been putting off 
buying life insurance for five years and 
would put it off no longer, so he bought 
$10,000 from Agent Smith. 


Works Eight or Nine Hours 


The agent who is busy—eight or nine 
hours a day—will come out all right, he 
believes. The telephone is a very handy 
device to break the ice and eliminate a 
great number of persons who are un- 
qualified as prospects. In the past he 
has used the telephone for 90% of his 
prospecting. Today his prospects no 
longer are cold, but a year ago he was 
faced with the problem whether he could 
sell life insurance, and he solved it by 
this method of cold canvass. 

“T had to make up my mind that I 
could sell to strangers,” he said, “‘as well 
as to friends, and the only way I could 
convince myself was to devise a plan 
for absolute cold canvass ... I made as 
many as 50 telephone calls in one day 
with no intention of doing anything but 
line up future interviews. After I made 
the appointments I called on them indi- 
vidually, not solely for the purpose of 
soliciting business, but for the experi- 
ence I could gain from calling on people, 
listening to their problems and present- 
ing my solution. 

“A good number of the calls turned 
out to be sales because the law of aver- 
ages is on your side. You cannot expect 
to call on 10 people a day without selling 
come cases. Selling insurance by this 
method is almost like selling newspapers 
—a certain percentage of the people you 
see will buy, and the louder you yell, like 
the newsboy, the more you will sell.” 

In 10 months of 1946 Mr. Smith closed 
80 cases, all on cold canvass. “My firm 
belief in this type of selling,” he con- 
cluded, “is that by simply getting around, 
mingling with people, getting yourself 
known in various offices, factories and 
business establishments, you cannot help 
but fall into a certain amount of cases. 
If you are around during a receptive 
time, ,chances are you will get the busi- 
ness,’ 
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“Prospecting among Business Wo- 
men” was taken up by Mrs. English. She 
believes the best woman prospects are 
in the semi-executive and executive po- 
sitions. “The average young girl is more 

less working until the day she can 
quit and become a housewife, so she 
would be confronted with the fact that 
to carry on financially would then be- 
come the resp onsibility of her husband, 
thus she is a problematical prospect. 

Women office managers and depart- 
ment managers in industry fall in the 
semi-executive group, and are women 
who usually have developed a sense of 
independence, and whether married or 
not find business activity is an essen- 
tial part of their life, so are excellent 
life insurance prospects. 

Women in the executive group are a 
great elaboration on the other type, Mrs. 
English said, and have more income and 
greater opportunity to save more money. 
Most of them are married or widows. 
They are substantial, can think clearly 
through a problem and are excellent 
prospects. They are quite easy to meet, 
she said because they appreciate what 
a woman has to do to get there. They 
usually are more willing to do business 
with a woman than a man, particularly 
where there is a problem which they feel 
another women better understands. 

A third group is the widows left with 
children, who have incomes from life 
insurance, or earning ability. They gen- 
erally desire to give their children all 
the security produced by income that can 
be created by life insurance so the chil- 
dren can continue with educational plans 
and improvement in case the mother 
dies. These women are in an excellent 
category as prospects because they al- 
ready have experienced the value of an 
independent income created by their de- 
ceased husbands. They _ understand 
quickly the type of plan that will solve 
their particular problems. 


Security Is Great Attraction 


“Of course, in each instance, in all 
three groups, the plan of building secur- 
ity for later life is the strongest moti- 
vating force and assures you that your 
prospects will be able to do for them- 
selves.” Mrs. English said not to over- 
look the lesser lights or clerical employes 
just because they do not fall in the three 
groups she mentioned. Many of them 
are intensely interested in taking ad- 

vantage of the savings plan through life 
insurance and are solid enough to follow 
through to completion. Some are on 
their way up and if the agent builds sol- 
idly with them they will prove profitable 
clients in future. 

Mrs. English is wife of T. E. 
Bankers of Neb. general agent, 
successful in her own right. 

Howard Smith o* the Dale Carnegie 
Institute in Chicago gave a talk on the 
institute’s memory and sales appeal 
courses. , 

Judd C. Benson, Union Central Life 
home office agency manager at Cincin- 
nati, will talk on “Law and Legislation” 
and “The Road to Sales” in the final for- 
um Saturday,and C.J. Zimmercan, act- 
ing manager L.I.A.M.A., Hartford, on 

Sales Ideas that Click.” 


English, 
and 


Fla. Tax Not Retroactive 


The Florida premium tax equalization 
law that was enacted in 1945 was not 
retroactive and did not become effective 
until May 23, 1945. 

This was the decision of the Florida 
supreme court in affirming a decision in 
favor of Independent Life & Accident 
and against Commissioner Larson. 

Prior to 1945 domestic companies 
were exempt from the premium tax. 

Circuit Judge Walker of Tallahassee 
had decided that this was not a prospec- 
tive tax, payable at the first of the year, 
but that it is a tax imposed for doing 
business the preceding year, payable at 
the end of the year. 


Offers Fraternal 
Week Material 


Promotional material which has been 
prepared’ for the Fraternal Week dem- 
onstration May 11-17 was announced 
this week by the special committee of 
the National Fraternal Congress which 
has charge of plans for the effort. 
Frank B. Mallett of Protected Home 
Circle, Sharon, Pa., is chairman. 

The material includes one-color and 
two-color magazine covers, and a Fra- 
ternal Week sticker. The committee 
suggests that all fraternal magazines use 
one of the covers for the April or May 
issues just preceding the week, and is 
prepared to furnish electrotypes for the 
purpose at moderate costs. Proofs may 
be secured. Electros may be ordered 
directly from Kable Bros. Co., Mt. Mor- 
ris, Ill., publishers. The prices are es- 
pecially low because N.F.C. absorbed 
the cost of the original art work and 
cuts. 

Stickers for Mail Matter 

The stickers are designed for use on 
societies’ envelopes and letterheads, and 
electros will be supplied so _ societies 
may print their own stickers. Mr. Mal- 
let explains that if sizes offered are not 
usable, original cuts may be secured 
in proper size. 

The magazine covers on a background 
outline of the North American conti- 
nent depict two hands clasped, the 
week’s theme, “Protection Plus,” and 
sketches showing such fraternal activi- 
ties as hospitals and sanatoria, homes 
for the aged, men’s lodge and _ social 
activities, women’s activities, and pa- 
triotism. 


Field Leaders Confer 


Key men and traveling supervisors of 
Wisconsin National Life met in Mil- 
waukee for an all-day session to discuss 
plans. G. A. L’Estrange, vice-president 
and agency director, directed the ses- 


sion, Alfred K. Perego, Milwaukee gen- 
eral agent, was in charge of local ar- 
rangements. 


New Mutual Savings Directors 

Mutual Savings Life has elected as di- 
rectors Duncan C. Dobson, president 
Ludlow-Saylor Wire Co., and W. Davis 
Gunter, president Coca-Cola Bottling 
Co. 


R. W. Corwin Honored 

Roswell W. Corwin, recently ap 
pointed general agent in New York 
City by New England Mutual Life, was 
the guest of honor at the agency’s “open 
house” and dinner, when leading insur- 
ance men, friends and agency associates 
extended congratulations. He. was pre- 
sented an onyx desk set with an in- 
scribed plaque. Home office guests in- 
cluded Vice-president George L. Hunt, 


Agency Secretary Charles F. Collins, 
: “ acted as toastmaster, and Auditor 
. E. Perino. 


Life-Trust Council to Meet 

Norman McClave, assistant secretary 
Northern Trust Co., Chicago will speak 
at a meeting of the Chicago Life In- 
surance & Trust Council April 2 on 
“Benefits of Profit-sharing Plans and 
Problems in Their Administration.” He 


spends much time in administration of 


employe benefit trusts. 


Highlights of New 
Wash. Code 


Commissioner Sullivan of Washington 
in outlining the important features of 
the newly enacted insurance code, points 
out that it embraces the Guertin legis- 


lation; dependent coverage is made per- 
missible under group coverage; conver- 


sion privilege is extended to certificate 
holders of five years standing when the 
contract is terminated by employer or 
insurer. There is a complete chapter 
on industrial insurance. 

The uniform simultaneous death stat- 
ute is enacted. 

Miscellaneous proceeds held by a 
company upon the death of policyholder 
may be paid to the named beneficiary 
or to others entitled thereto without 
requiring a probate of the estate. 

Sickness disability benefits owing to 
the policyholder at the time of his death, 
may be paid to his beneficiary. 

A minor 18 years of age or over may 
receive instalment proceeds from a life 
policy as beneficiary up to $2,000 per 
year without requiring appointment of 
a guardian. 

Accidental death benefits may be paid 
out in monthly or other periodic instal- 
ments, instead of in a lump sum. 

In addition to the old exemptions the 
new code exempts from creditors of the 


policyholder the proceeds of annuity 
contracts up to $250 per month. 
Form New La. Insurer 

United States Assurance is the title 


stock legal reserve life com- 
pany at 619 South Buchanan street, 
Lafayette, La. It started with $117,000 
paid in capital and the same amount of 
net surplus. The $10 par value shares 
were sold at $20. All American Assured 
Securities Co. owns 51% of the stock. 
The president is W. D. Huff, Jr., ex- 
ecutive vice-president and superintend- 
ent of agencies, Rex McCullough; vice- 
president, P. C. G. Simmons, secretary, 
D. R. Domingue, and treasurer, L. A. 
Bourgeois. 


of a new 


Investment Group Meets 

NEW YORK—tThe Life Insurance 
Investment Research Committee is hold- 
ing a meeting March 20-21 at the Gram- 
ercy Park Hotel here. John S .Sinclair, 
executive vice-president of New York 
Life, is chairman. The last meeting of 
the committee was in December. 


SUPERVISORS HEAR OBER 

Considerable shrinkage in office staffs 
of life agencies within the next 10 years 
was predicted by Robert F. Ober, gen- 
eral agent of Berkshire Life, speaking at 
a luncheon of Chicago Life Agency Su- 
pervisors Club. Mr. Ober, who just fe- 
cently went to Chicago, said that there 
is considerable overlapping between of- 
fice duties in agencies and the home 
offices and that this will result jn elim- 
ination of staffs on the agency side for 
the benefit of the business. 

Mr. Ober observed that if in these 
lush times a new agent doésn’t start fast, 
he won't start at all.-He said before a 
new agent is assigned to a supervisor for 
training it must be determined whether 
the temperaments of trainee and 
trainer will meld. He envisioned the 
general agency as a small group of able 
men in loose federation with one inside 
man to hold them together. 





® Indiana Agency Open 


status and age. 





MANAGER WANTED 


e An aggressive BILLION DOLLAR COMPANY has a very unusual and 
remunerative opportunity available NOW. 


e The Agency is well established, with several high quality, loyal and 
ambitious Underwriters, capable and desirous of greater accomplish- 
ment. Present Manager prefers personal production. 


e@ Replies will be held in confidence. 

plete information, giving experience, educational background, family 
Address to L-7, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, flinois. 
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Forum at St. Louis 
Explains Tax Angles 





(CONTINUED FROM PAGE 10) 
created in property which he had pre- 
viously owned in his individual name. In 
these situations the amount of the gift 
is the entire value of the property, less 
the value of the right of the husband to 
income or other enjoyment of the prop- 
erty during the joint lives of himself 
and his wife, and less the value of the 
right of the husband to the whole of the 
property should he survive his wife. 

He said the gift tax exemption and 
exclusion present an opportunity to 
lighten the tax burden but taking prop- 
erty in joint names does not accomplish 
this result. On the other hand, if the 
wife dies first, none of the property is 
taxable in her estate, and the amount 
= by way of gift tax is completely 
ost. 

‘It is evident that there is no resulting 
tax advantage from placing property in 
joint ownership,” Mr. Weidert said, “and 
the owner of property who is consider- 
ing the advisability of creating joint 
ownership for the sole purpose of avoid- 
ing administration of the property in the 
probate court should give _ serious 
thought to the fact that should litigation 
be necessary in determining title, the 
cost of such litigation would be far in 
excess of the usual administration ex- 
penses incident to administration of his 
estate in the probate court. 

“The creator of joint ownership, who 
furnishes all the consideration, seldom 
realizes the complications that may de- 
velop in connection with the property he 


has placed in joint names. The harmoni- 
ous relationship existing between him- 
self and the other joint owners may not 
continue to exist, with the result that 
he may be placed in a very awkward 
position should he subsequently attempt 
to terminate the arrangement. 

“The natural alternative to joint own- 
ership is the living trust. It has the ad- 
vantages of uninterrupted title and can 
be set up to benefit two or more genera- 
tions of family successively. The best 
that can be said for joint ownership is 
that it eliminates one estate administra- 
tion and avoids no taxes. A living trust 
may eliminate several estate administra- 
tions and substantially reduce taxes.” 


Speaks for Tax Deduction 


The federal government should be 
called upon to permit a reasonable de- 
duction for life insurance premiums 
paid by young men who are endeavor- 
ing to create modest estates for protec- 
tion of their families and to make them 
self-reliant and stay off the government 
dole rolls, Mr. Shattuck declared in 
his address on “Revocable Trusts.” It 
would not be unreasonable or improper 
also to ask the government to permit 
a tax deduction for premiums paid on 
life insurance purchased to provide cash 
with which to pay estate taxes, since it 
would be to the distinct advantage of 
Uncle Sam to have the ready cash rather 
than go through the difficulties of col- 
lecting taxes due from estates hard 
up for cash. 

He admitted a policy of permitting 
such deductions was decidedly contrary 
to the modern thinking of the U. S. tax 
collecting forces, but urged that inter- 
ested groups cooperate in carrying this 
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congressmen will listen, and give proper 
consideration to such a plan. 

From a governmental viewpoint, he 
said, any system that permits the grow- 
ing generation to build for the future 
and provide for their own needs is 
sound economically because it keeps 
such men and their families off relief 
rolls and holds down the cost of gov- 
ernment, benefiting the entire nation. 

Mr. Shattuck said the existing federal 
laws instead of encouraging purchase 
of life insurance in an effort to create 
a nation of self-reliant young men ac- 
tually discriminates against insurance in 
many ways. A man cannot give away 
a life policy to other people without it 
being subject to the gift tax. Yet life 
insurance is the only way millions of 
young men and women today ever can 
hope to attain estates. 


Use in Estate Planning 


Touching on use of life insurance in 
estate planning, he expressed regret 
some life companies apparently have 
failed properly to encourage purchase 
of life insurance in creation of revocable 
trusts and in estate planning. Many 
home office executives, he said, have 
taken the position the rigid optional pro- 
visions in the policy are better than the 
more flexible arrangements possible un- 
der revocable trusts. They fear some 
day a large number of trustees may de- 
scend upon the company with large cash 
demands. Some have even hesitated to 
extend to estate trustees the same rights 
with respect to options for future use as 
are enjoyed by other policy beneficiaries. 
In recent months he has noted a trend 
toward a more cooperative attitude by 
companies in estate planning, and a 
number have eased rules regarding use 
of options, etc., by estate trustees. 


Richmond Agency Sets 
Records 


New England Mutal Life’s Richmond 
general agency set several records in 
February. The organization, headed by 
Benjamin W. Davis, had the largest 
month in its 20-year history, while B. 
Stewart Parrish, an associate of this 
company for 18 years, led the entire 
country in personal production. 

During the month, which was desig- 
nated as Charles F. Collins month in 
honor of the company’s agency secre- 
tary, the agency ranked third among 
New England Mutal’s 71 agencies, and 
since Jan. 1 has achieved 52% its 
quota for the year. 


S. F. Round Table Elects 


George Hauck, National Life of Ver- 
mont, was elected president of the San 
Francisco Quarter Million Round Table 
at the annual meeting. Jack Boyd, Con- 
necticut General Life, is vice-president 
and James V. Lawry, Northwestern 
Mutual Life, secretary. 

A special committee was named to 
discuss liberalization of membership re- 
quirements, to enable some big personal 
producers who do a brokerage business 
to qualify. 





of 





Stroup Neb. General Agent 


Dale D. Stroup has been named gen- 
eral agent for Ohio National Life at 
Holdrege, Nebr., with territory to in- 
clude western and central Nebraska. 
Before taking over his new job he made 
a plane trip to Cincinnati to confer with 
home office officials. 


Holds Ill. and Minn. Rallies 


Two regional meetings in Illinois and 
Minnesota were conducted last month 
by Wisconsin National Life with a total 
attendance of about 60. Both meetings 
consisted principally of sales forums. 
x A. L’Estrange, vice-president; A. L. 
Senderhauf, agency assistant, and L. N. 
Ressler, home office field supervisor, led 
discussions at the Illinois gathering, and 
J. J. McDonald, Minnesota supervisor; 
Harvey Bohm, chief A. & H. under- 
writer, and Mr. Senderhauf represented 
the home office at Minnesota. 





Advertisers Prepare 
for Rainy Day 





(CONTINUED FROM PAGE 24) 
statement story. The company has ar. 
ranged 100 country-wide meetings t 
show the picture,to policyholders, agent; 
and their friends. Metropolitan ha 
just made a film, “Family Portrait.” 

Mr. Reeves reported that an opinio, 
survey at Mutual Life disclosed many 
policyholders disliked the letter they 
received. So the company revised its 
methods. This changed the character 9; 
correspondence and saved money by. 
cause of shorter letters. Previously 409% 
of the letters required 10 days or mor 
to answer; now.94% of them are ap. 
swered within three days. The compan; 
also sought to make letters less _ tect. 
nical, the base of many complaints, 

Policy holders are annoyed at the com. 
plexity of forms and their technicality 
particularly notarial forms, Mr. Reeves 
commented. No one likes to go to the 
trouble or expense of having their sig. 
nature notarized. Mutual discovered 
it had 128 affidavit forms, some unre. 
viewed since origin in 1890. With th 
okay of the legal staff, this number ha 
been reduced to seven, and the hope i 
to get the number down to two that re. 
quire signature notarization. 

B. M. Langhenry of Acacia Mutu 
said they hold clinics on specific depart 
mental letter writing problems, whic 
has been of benefit. 


Employe Suggestions 


R. S. Kieffer of Metropolitan Life saij 
his company has found employe sug 
gestions valuable in simplifying proceé 
ures and reducing costs. 


The need of funneling complaints | 
top management for answering, an 
through one centralized point to dete: 
mine the need for changing procedure 
forms, or what not, was emphasized by 
several, Policyholder service calls, sené 
ing annual reports to policyholders, an 
opinion surveys were discussed. C. 
Robinson of Guardian Life said the 
have determined that more policyholé 
ers read and want to receive compa 
statements than might be imagined. 
making opinion survey, Mr. . Reey 
warned against too much refinement. | 
is important to know whether there 
44% or 14% of the policyholders or put 
lic like or dislike a thing, not if ¢ 
figures are 44.6 or 44.4. 

Promotion material, including advet 
tising, must be merchandised, those 4 
the merchandising round table belie 
The need is to give more and betta 
promotion to less ‘stuff; to control stod 
of promotion items; hold agency meet 
ings on their use; sell it through com 
pany magazines, and keep managers s0! 
on it. David F. Tibbott, New Engla 
Mutual; W. C. Heinburg of New Yot 
Life, and others participated in this diy 
cussion. 


A. L. Cawthorn-Page, managea 
publications at Metropolitan’s Cana 
head office, issued a stirring invitation { 
the annual L. A. A. meeting in Octobd 
at Quebec. Mr. Rholebeck reported 
record attendance of 113. 








W. Va. Department Is to 
Be Emancipated 


The West Virginia legislature, whig 
has now adjourned, passed the bill 
divorce insurance supervision from 
state auditor’s office and to creat a s¢ 
arate insurance department. é 

A bill was passed to allow membtff 
of the state department of public saft 
to enroll in group medical and hospit 
service plans. 


A measure that was adopted allot 
West Virginia High School Athlet 
Assn. to maintain its own fund to pf 
athletes for injuries received in_ inte 
scholastic sports. However, such i 
would not be operated under the ins 
ance laws. 
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Who will write “Out-of-the-Ordinary’ Contracts? 





Standard Equipment 
In All Progressive Offices 


When you want fo know, 
QUICKLY — who will write — 


Accident Expense Reimbursement? 
Age 70? or 5 Pay Life? 

Aviation Accident? 

Aviation Life?—-Who, How? 
Automatic Convertible Term? 


Combination Life and Annuity? 
Deferred Survivorship Annuities? 
Diabetics >—( Selected Cases) 
Disability Income for Women? 
Extended Term on Sub-standard? 


Family Group? Term to 65? 

Five Year Endowment? 

Graded Death Benefits on Sub-standard ? 
Group on Fraternal Organizations? 
Group Permanent? 


Hospitalization ?—Pension Trusts? 


The New Enlarged, Up-to-Date 


1947 “Who Writes What?” 


Will tell You “at a glance”! 


Whenever you want to know what company or companies will write 
something a little “out-of-the-ordinary,” what do you do? You may spend 
considerable time and effort writing, wiring or phoning around. All you 
need to do, to get the answer immediately, is just turn to ““WHo WriTEs 
Wuat?” 


Many New Subjects Added 


In addition to the many “Who-Writes-It” questions answered by 
previous editions, the New 1947 “Who Writes What?” includes the answers 
for the first time to such questions as Who Writes Joint Contracts ?—(31 
companies will write 3 joint lives) ; Return Premium Riders?—(18 com- 
panies will issue them); Immediate Joint and Survivor Annuities on 3 
lives ?>—(20 companies are listed) ; Single Premium Temporary Annuities 
with Refund?—(10 companies will issue them). 


Other New subjects include Single Premium coverage at age 0; Se- 
lected Diabetics, Heart, Blood Pressure, Tuberculosis or Ulcer Cases; 
Extended Term on Substandard; Youngest Age on Immediate Annuities ; 
Oldest Age for A. & H.; Oldest Age for Waiver of Premium and Income 
Disability. Numerous other useful additions have also been made in the 
Settlement Option and other sections relating to Riders, Policy Changes 
and Payment of Proceeds. Don’t “hunt around” for the answers — just 
turn to the new “WuHo Writes WHAT?”, 


A GREAT "Time-and-Trouble-Saver" 


Merely consult the comprehensive topical index, turn to the section 
indicated and there you have in one place a list of all the companies that 
write the contracts you want—and what they will do about it. Fieldmen, 
agency managers, and company executives — by the thousands — use 
“Who Writes What?” regularly and praise it highly. Be sure there is a 
new improved 1947 edition handy to you—so you can just turn to 
“Wo Writes WHat?” 


Now READY for Immediate Delivery 
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CONDENSED STATEMENTS DECEMBER 31, 1946 














































97TH ANNUAL STATEMENT ATNA LIFE INSURANCE COMPANY 


Assets $1,247,466,206.90 
Liabilities 1,142,449,569.92 


Contingency reserve $42,000,000.00 
Capital 15,000,000.00 
Surplus 48,016,636.98 105,016,636.98 





40TH ANNUAL STATEMENT ATNA CASUALTY AND SURETY COMPANY 


Assets $ 120,073,615.88 
Liabilities 79,796,938.41 
Contingency reserve $ 5,800,000.00 
Capital 6,000,000.00 
Surplus : 28,476,677.47 40,276,677.47 





34TH ANNUAL STATEMENT AUTOMOBILE INSURANCE COMPANY 


Assets $ 47,131,571.37 
Liabilities 29,815,514.85 


Contingency reserve $ 3,400,000.00 
Capital 5,000,000.00 
Surplus 8,916,056.52 17,316,056.52 





37TH ANNUAL STATEMENT STANDARD FIRE INSURANCE COMPANY 


Assets $  9,401,364.80 
Liabilities 5,409,986.57 
Contingency reserve $ 600,000.00 
Capital 1,000,000.00 
Surplus 2,391,378.23 3,991,378.23 





Total premium income—all companies—1946 $ 276,496,766.14 
Paid to or for policyholders since organization 2,689,219, 175.86 
Life Insurance in force December 31, 1946 6,314,246,692.00 
Increase in Life Insurance in force during 1946 794,426,220.00 


SERVICE... Coest andl Frture 


The condensed statements above record past service — forecast the opportunities for greater 
service that lie ahead. Past service is recorded in the payments to policyholders. Resources 
and capacity for future service are summarized in the figures on capital, surplus and reserves. 


The Aitna Life Affiliated Companies are alert to their ever growing responsibilities. They 
realize that these responsibilities require prompt and just settlements to policyholders — 
carry the obligation of eternal vigilance in the public interest. In addition the companies will 
continue to spare no effort to provide business-building services and broad cooperation to 
ambitious and capable producers. 


The days that lie ahead present both challenge and opportunity for the use of our resources 
in every branch of our business for the continued protection of the policyholders we all serve. 


Oe 


President 


ATNA LIFE INSURANCE COMPANY NU AUTOMOBILE INSURANCE COMPANY 
ATNA CASUALTY AND SURETY COMPANY STANDARD FIRE INSURANCE COMPANY 





